ARD work 
H will pay big 
dividends 
for all who 
apply them- 
selves intelligently to 
their business this year. 
And, in the feed indus- 
try, March is the time to 
start—home grown feed 
stocks are depleted, pas- 
tures are not available, 
baby chick season is at 
hand. Get going now, 
and don’t stop until 
you’ve made a profit for 
1934. 


D. K. S. 


&. 
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In your own mill, you can turn slow moving floor stocks and 
farmers home grown grains into fast selling poultry, hog and 
dairy feeds. And these feeds will give such good results they 
will bring your customers back for repeat orders. That puts 
extra profits into your feed business. 


It is simple and easy for you to make complete feeds with 
Murphy’s new plan. Requires no big investment nor increased 
overhead. Feeds are made at remarkably low costs and sold 
under a nationally known brand name that insures ready sales 
at prices your trade will pay. 


We Furnish You with Bags, Concentrates 
State Licenses and Selling Helps 


Murphy Concentrates contain only those ingredients necessary 
and valuable for best results. They are not a means of mov- 
ing by-products. In each bag we put only the right balance 
and blend of proper ingredients to make good feeds. 


Write today for complete particulars of this new plan. Be the 


first in your locality to make these better feeds that sell for 
less—yet make you more profit. 


| 
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HOW ARE 


THOSE COWS ADMIRAL BYRD’S 


GETTING ALONG 


HOW YOUR FEED BUSINESS 


MAYBE IT, T00, NEEDS LARRO 


Larro not only keeps cows in tip-top 
health and condition—free from ‘“‘off 
feed”’ days and udder trouble, milking 
to the limit of their inherited ability 
—but it also helps keep your feed busi- 
ness in good health and condition. 


Larro Feeds for dairy, poultry and 
hogs are high quality rations. Each 
one is built to make money for the 


feeder—more money than he can 
make on any other ration for that 
particular feeding purpose. 


That’s the kind of feed that makes 
money for you. It keeps old friends. 
It makes new friends. It creates good 
will. It isa solid, sturdy, dependable 
rock upon which to build for the 
future. 


Write today for details of the Larro franchise 
The Larrowe Milling Company, Detroit, Michigan 


g you NEW BUSINE 
. BUILDS GOOD WIL 


PROFITS ON ALL LINES 
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Firms that spend money to build good will 
are less likely to do anything that might nullify the 
effect of their advertising than firms making no such 
investment. It will pay readers to trade with 
The Feed Bag advertisers for advertisements in this 
publication are accep’ only —e- firms of known 
financial responsibility and estab! lished business in- 
tegrity. When buying—feed, grain, allied products 
an machinery—don’t forget to boost The Feed Bag. 
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Tests run at the Ohio Experiment Station and at 
Cornell University have proven that vitamin G 
must be present for hatchability and proper 
growth. Lack of vitamin G is ruinous both to 
the flock and the pocketbook of your feeders. 


ALSO RICH IN... 


Lactose: The lactose content of Kraco 

is better than 70%. Lactose is recognized 

as a growth and energy building element. 

As such it aids in building resistance to 

disease and in the assimilation of calcium 
and phosphorus. 


Minerals: The 8% to 9% mineral 
content of Kraco provides calcium and 
phosporus of organic origin—the most 
desirable form. No minerals from outside 
sources are added to Kraco or the whey 
from which it is made. These minerals 
are necessary to the sturdy framework re- 
quired in a rugged, high-production bird. 


Your feeders will be able to tell the difference when you add Kraco, 
Milk Sugar Feed, to your line of poultry mashes. 


Kraco, Milk Sugar Feed, is an improved, more efficient growth 
and hatchability promoting concentrate. It is a product of Kraft-Phenix 
Cheese Laboratories,made by drying cheese whey under a process which 
preserves vitamin G unharmed. In addition Kraco supplies the other 
valuable elements of milk—lactose and minerals—for poultry feeding. 


The potency of vitamin G in Kraco, Milk Sugar Feed, is 50% greater 
than in other similar commercial concentrates fed for hatchability 
and growth. 


Kraco, Milk Sugar Feed, comes as a powder in 100 Ib. bags. It 
mixes easily in the mash. Wherever milk is used in a mash Kraco has 
a place. Pound for pound Kraco not only does more in promoting 
growth and hatchability but it does its work at less cost. 


Enjoy the profits that come from repeat orders from satisfied customers. 
Let us furnish you complete information on leading feed mixers who 
have increased their feed business by adding Kraco to their chick 
starting, growing and laying mashes. KRAFT-PHENIX CHEESE 
CORPORATION, DEPT. 000, CHICAGO, ILLINOIS. 


INSIST ON STARTING, GROWING AND 
LAYING MASHES THAT CONTAIN KRACO 
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on hand. 


brings the first of four busy months for you, 
Mr. Dealer. Your opportunities for making 


these four months more profitable will be bet- 


ter if you have a good stock of ARCADY- 
WONDER MASHES (containing Liver Meal) 


Higher feed and grain prices are ahead. 


We have sold more NEW dealers the Arcady- | 


Wonder line in the last sixty days than in all 
1933. Let us work with 
YOU in making each month There are 
a profitable one. SO good 
ARCADY- 
WONDER 
ARCADY FARMS MILLING 
COMPANY as helps for 
293 W. JACKSON BLVD. 
CHICAGO, ILLINOIS you. 
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Poultry Feed Business Around Corner 
How Much Will You Get?r 


Try These Practical Sales Helps 


HAT impatient peeping sound 

j emanating from ventilated card- 

board shipping boxes in the local 

postofice and at the railroad 
station should be sweet music to the 
ears of the feed dealer. Farmers are 
buying baby chicks and each little fluffy 
ball represents new prospects for in- 
creased feed sales. 

Every dealer who expects to make 
a better showing in the poultry feed 
business this year should put his house 
in order and overhaul his sales machin- 
ery during the next few weeks. One 
of the first things to do is to establish 
friendly relations with the local hatch- 
eries supplying the community. They 
are in a position to furnish the dealer 
with the names of customers who have 
purchased baby chicks and who will 
naturally be in the market for feeds. 
Possibly arrangements can be made 
whereby the hatcheries will stock the 
dealer’s products and sell them on a 
commission basis. There are many 
feed stores now which have such a tie- 
up and have found it to be profitable. 


Cooperate With Hatchery 

In communities where there are ne 
local hatcheries it is a good idea for 
the feed store to handle baby chicks. 
Such an arrangement enables the dealer 
te make personal contact with every 
purchaser. He can acquaint the poul- 
tryman with his products when he visits 
the store to purchase his chicks and 
follow up later with personal calls at 
the farm. The profits to be made on 
the baby chicks as well as subsequent 
feed sales should not be overlooked. 

One Wisconsin milling firm which is 
installing hatchery equipment this 
spring and plans to market baby chicks 
expects to place 50,000 of them in its 
trading area during the next few 
months. The company hopes to supply 
a large majority of these buyers with 
the necessary feeds for the new as well 
as the old crop of chickens. Nothing 
should stop this enterprising milling 
firm from doubling its poultry ration 
volume this year. 

Keep Ample Stocks 

Hand in hand with developing a 
market goes the ability to supply the 
products which the customers need. 
This requires complete stocks on hand. 
Whether a tie-up is made with a reliable 
manufacturer or whether the dealer 


By Emil J. Blacky 


produces his own mixtures quality 
should be the first consideraticn. Orig- 
inal sales may be made on a cheap brand 
of inferior merit at a low price but 
dealers who expect to get repeat busi- 
ness and build for the future must 
handle feeds that will produce results 


Help your customers get results from the 
feed you sell them and they will be happy 
and satisfied. 


and make profits for the poultryman. 


The feeds should be conspicuously 
displayed on the platform, in the win- 
dows and the interior of the office and 
the warehouse. Consistent advertising 
in the local newspapers and by direct 
mail should now be going out into the 
territory. Everything about the store 
and the copy in the advertising should 
convey the idea that the dealer has a 
quality product and is anxious to ge 
out of his way to help his patrons make 
the maximum of profit out of their 
flocks. 


A thorough knowledge of the feeds 
and the proper kinds to use in develop- 
ing the chicks into good laying hens 


THE FEED BAG—MARCH, 1934 


is also essential. Literature supplied by 
manufacturers, trade papers, farm and 
poultry magazines and books by feed- 
ing experts are excellent sources for 
information. Records attained by farm- 
ers already using the dealer’s feed are 
good sales builders if called to the at- 
tention of prospective purchasers. 
Contact with a new patron should not 
cease after the first sale is made. Per- 
sonal calls at the farm should be made 


-by the dealer or a good service man to 


make the farmer feel that the store is 
interested in his welfare beyond the 
point of getting his money. A phone 
call in which the dealer asks the farmer 
how his chicks are getting on is better 
than nothing at all. The volume of 
future sales depends to a large extent 
upon the effort spent in follow up and 
contact after the first order. 
Use Merchandising Ideas 


Special merchandising ideas should 
also be put to work. Many dealers 
maintain poultry flocks of their own 
on grounds near the feed store. Doubt- 
ful prospects can be taken to the feed 
lot and observe for themselves the re- 
sults obtained from the feed store’s pro- 
ducts. Maintaining a flock also con- 
vinces the farmer that the dealer actual- 
ly practices what he preaches. It is 
easier to talk about concrete proof than 
mere generalities. 

In California a dealer took an interest 
in a poultry association organized in 
his community. He was rewarded for 
his interest with the office of secretary 
and in this position enjoyed a splendid 
epportunity to promote the sale of his 
feeds. 

Another dealer in the Middle West 
called on the agricultural instructor o! 
his local high school. He obtained the 
names of boys and girls who had 
selected the raising of a poultry flock 
for their project work and sent each 
of them a letter offering his coopera- 
tion. He won many of the youngsters 
over to his feeds and had little difficulty 
in selling the parents. 

Hold a Poultry School 


There are many feed stores through- 
out the country which sponsor poultry 
schools every spring. A speaker from 
the state agricultural colleges or other 
authoritative sources is obtained and a 
large hall is rented. Farmers are in- 
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vited to come to the school and refresh- 
ments are usually served. 

By all means, sales stunts and ideas 
should be employed. They furnish that 
extra momentum which is necessary to 
overcome sales resistance. They are 
means of straying off the beaten path 
and arousing the buying interest of pro- 
spective customers. 

The 1934 poultry season shows 
promise of being the best in many 
years. It will be particularly profitable 
for the dealer who does some actual 
planning and work to develop his poten- 
tial market to the fullest extent. 


RALSTON-PURINA Co., has pur- 
chased the plant of the Ontario Milling 
Corp., Oswego, N. Y. It will be oper- 
ated under the direction of the Purina 
Buffalo office. 


Appleton Elected President 
Of Iowa Dealers 


W. APPLETON, Osage, was 

A elected president of the Iowa 

e Millers & Feed Dealers asso- 

ciation at the annual meeting 

held in the city hall, New Hampton, 

Ia., March 4. Ernest Striby, Denver, 

was chosen vice president and E. C. 

Heinmiller, New Hampton, secretary 

and treasurer. More than 40 millers 
and feed dealers were present. 

The national feed code was the chief 
topic of discussion. Members of the 
code committee of the National Federa- 
tion of Feed Associations were given 
a vote of confidence for their diligent 


ixed Cars 


Everything For A 


Feed and Seed Store 


All On One Order 
And One Delivery 


Immediate Service 
Dependable Quality 
Satisfactory Prices 


Sterling and Northland Brand Feeds 
for Poultry, Hogs, Dairy Cows 


Concentrates For Your Mixer 


Nopco Cod Liver Oil 
Pilot Brand Oyster Shell 


Sterling and Northland Brand 
Farm Seeds 


Seed Corn—Seed Grains 
Grass Seeds—Garden Seeds 


Ask For a Quotation On Your Next Requirements 


Northrup, King & Co. 


Feeds and Seeds Since 1884 
Minneapolis, Minn. 
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efforts in endeavoring to get a code ap- 
proved that will benefit the industry. 
Copies of the original draft of the code 
and the subsequent alterations were read 
and discussed. 


All those present voted to give their 
wholehearted support to the Iowa Mill- 
ers and Feed Deal- 
ers association and 
the National Fed- 
eration of Feed As- 
sociations. Annual 
dues were set at 
$10.00 a year to in- 
clude membership 
in both  organiza- 
tions and each mill- 
er and feed dealer 
attending the meet- 
ing pledged himself 
to interest others in 
his neighborhood in 
joining. The asso- 
ciation also voted 
to retain The Feed Bag as official organ. 


Directors of the organization chosen 
at the meeting are Henry Weist, Fort 
Atkinson; Joe H. Kaupel, Cresco; 
Robert Bentley, Fairbanks, and Louis 
Oldfather, Strawberry Point. These 
men with the officers of the associa- 
tion will serve as the executive com- 
mittee. 


A. W. Appleton 


IOWA 

Good Bros. Grain & Seed Co., Ham- 
burg, Ia., has purchased the elevator at 
Essex, Ia., formerly operated by Turner 
Bros., Red Oak. Jack E. Good, son of 
R. C. Good, has been placed in charge. 

R. E. Fuller has opened a feed store 
at Onawa. 

White & Ackerman, Popejoy, have 
erected a new office building for their 
elevator. 

Chris Adams, manager, Cartersville 
Supply Co., Cartersville, recently broke 
a bone in his foot. He is reported to 
be improving rapidly. 

Robert Beale, N. S. Beale & Son, 
Tama, was seriously injured when 
the car which he was driving collided 
with the rear of a farm wagon. 

G. W. Ruth, former manager, Farm- 
ers Elevator Co., Churdan, plans to pur- 
chase or build an elevator there. 

Evans Grain Co., Adel, has opened a 
new feed mixing plant. 

E. L. Bruce & Son, Greene, whose 
feed mill was badly damaged by fire last 
August, have rebuilt the plant and 
equipped it with modern feed grinding 
and mixing machinery. 


EASTERN STATES Milling Co. 
Buffalo, N. Y., is contemplating the 
erection of a $17,000 grain elevator to 
adjoin its present plant on the New 
York Central tracks. 


FRED W. KELLOGG, Kellogg Seed 
Co., Milwaukee, Wis., recently suffered 
a broken right arm while cranking his 
car. He is back at his desk, however, 
ed diligently to handle the spring 
rush. 


Eastern Federation 
Discusses Code 
Reelects McIntyre 
As President 


RED M. McINTYRE, member of 
F the code committee of the Na- 

tional Federation of Feed Asso- 

ciations and head of the Potsdam 
(N. Y.) Feed & Coal Co., was reelected 
president of the Eastern Federation of 
Feed Merchants at a directors meeting 
which immediately followed the closing 
of the annual convention of the organi- 
zation held at Syracuse, N. Y., February 
23 and 24. 

Two other officers reelected were A. 
J. Thompson, Wycombe, Pa., first vice 
president, and Frank T. Benjamin, Can- 
astota, N. Y., treasurer. Charles D. 
Campbell, Potsdam, who had charge of 
all arrangements for the convention and 
served as executive secretary during the 
past year, was elected secretary. Bruce 
L. Hall, Cooperstown, N. Y., was 
elected to the newly created position of 
second vice president and Wilbur A. 
Stannard, veteran secretary of Albany, 
N. Y., was named to the new post of 
promotional secretary. 

Feed Codes Discussed 

Practically all discussion at the two- 
day convention revolved about the two 
codes of fair competition which are to 
govern the feed industry in conformity 
to the National Industrial Recovery act. 
Ralph M. Field, Chicago, executive vice 
president of the American Feed Manu- 
facturers association, explained the code 
of fair competition for the wholesale 
feed manufacturing industry which he 
said had been rewritten in final form 
and would be approved and signed by 
the president in the very near future. 

David K. Steenbergh, secretary-treas- 
urer of the National Federation of Feed 
Associations and managing editor of 
The Feed Bag, Milwaukee, told the 
story of the work done on the code of 
fair competition for the wholesale and 
retail feed distributing industry. He pre- 
dicted that early action towards final 
approval of this code could now be ex- 
pected under NRA supervision. Resu- 
mes of Mr. Field’s and Mr. Steenbergh’s 
addresses are not published herewith be- 
cause the latest news of both feed codes 
is always printed regularly in each 
monthly issue of The Feed Bag. 

Milk Producer Talks 

So much time was devoted to discus- 
sion of the codes that arrangements for 
the program were hastily changed and 
only two other speakers presented to 
the convention. W. A. Blair, vice pres- 
ident of the New York Milk Producers 
federation, urged the necessity of gov- 
ernment help for the dairy farmer. Sev- 
eral codes which have been proposed 
would not provide the necessary help, 
he said, adding that the plight of the 
dairy farmer had been made worse 
through processing taxes and other ben- 
efits which the government has ex- 
tended to grain and cotton farmers. 

Emery L. Cocke, Ashcraft-Wilkinson 


Co., Atlanta, predicted a possible short- 
age of protein feed in his discussion of 
the government’s effort to reduce cotton 
acreage which is published elsewhere in 
this issue of The Feed Bag. Mr. Cocke 
has become an almost _ semi-annual 
speaker at Eastern Federation conven- 
tions and the merchants like to listen 
to his southern accent which adds to 
the flavor of the many stories he tells 
to illustrate the various points presented 
in his addresses. 
Balanced Budget Promised 

Considerable side-line as well as floor 
debate at the convention centered on 
the latest financial report of the federa- 
tion which showed the organization in 
debt to President McIntyre and Former 
Secretary Stannard. Officers explained. 
however, that the federation had been 
in the progress of reorganization in ad- 
dition to being burdened with code ex- 
penses and, following the convention 
the board of directors decided upon a 
budget which is expected to permit real 
service to the industry, pay all outstand- 
ing accounts and leave a balance in the 


Fred M. McIntyre 


treasury at the end of the ensuing year. 

The convention closed with the elec- 
tion of a complete board of directors. 
Those elected for a term of one year 
were: L. L. Warner, Niobe, N. Y.; 
Hulet D. Clark, Westtown, N. Y.; 
Samuel Deuel, Pine Plains, N. Y. 

For a term of two years: Mr. Thomp- 
son; Mr. Benjamin; M. R. Horton, 
Peekskill, N. Y.; T. P. Gaines, Sher- 
burne, N. Y. 

For a term of three years: Mr. Mc- 
Intyre; Mr. Hall; Frank L. Mayer, 
Oneida, N. Y.; S. F. Virkler, Castor- 
land, N. Y. 


Federation Convention Notes 


Leslie M. Brown, 
ducts Co., Harrison, 
those missing but 
his firm was ably 
represented by F. 
B. Collins. Les was 
on a business trip 
to Chicago where 
we understand he 
had a_ slight re- 
attack of amoebic 
dysentery. We hope 
that the attack had 
no serious. effects 
and would suggest 
that Les stop at 
Milwaukee and do 
his Chicago  busi- 
ness over the tele- 
phone from now on. 


C. T. Kayhart led the delegation rep- 
resenting the Corn Products Refining 
Co., New York City. Other members 
were C. R. Dean and J. A. Bodurtha, a 
veteran who knows every stone and 
tree almost as well as he knows all the 
feed dealers. 


National Oil Pro- 
N. J., was among 


L. M. Brown 


* * * 


For the first time in years, the regis- 
tration wasn’t handled by M. F. Cohn, 
Sunset Feed & Grain Co., Buffalo. Max, 
therefore, had more time than money 
on his hands. But he seemed to enjoy 
it. 
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H. H. Dick represented the firm of 
C. E. Kiff, Inc., Delhi, N. Y. Too bad 
Mr. Kiff wasn’t present for his “Beau 
Brummel” ways would have gone over 
big with the hostesses which Secretary 
Charlie Campbell provided at the dance. 

* 


“S. S.” Harry Cook, convention man- 
ager of the Onondaga hotel, made every 
delegate happy as is his usual custom. 
“S. S.” means super-salesman, because 
Harry has the reputation of not letting 
most convention managers know there 
is any other hotel but the Onondaga. 


Sam Golden, Silmo Chemical Co., 
Vineland N.J., led the orchestra so that 
its leader could dance with the hos- 
tesses. Sam made a good director but 
his efforts weren’t universally appreci- 
ated as some of the boys figured the 
orchestra leader gave them more com- 
petition with the ladies than Sam would 
have. 

* * * 

“You fellows from the West ought 
to know each other,” was the comment 
when C. W. Greer, Jr., new manager of 
the feed department of the Russell-Mill- 
er Milling Co., Minneapolis, was intro- 
duced to the editor of The Feed Bag. 
Scme fellows in the East think that 
Milwaukee, Minneapolis, Chicago and 
St. Louis are all about as near to each 
other as New York City and Brooklyn. 

(Continued on Page Twenty-three) 
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WISCONSIN 


Krueger Bros., Forest Junction, have 
moved into their new two-story office 
building which has been constructed 
across from their present elevator and 
warehouse. 

Frank Diesing has resigned as man- 
ager of the Medford Farmers Coopera- 
tive, Medford, and is reported to be 
selling hay throughout the drought area. 

Emil Lamp, well-known farmer and 
a director of the Ladysmith Milk Pro- 
ducers Cooperative association, has 
opened a feed warehouse at Conrath. 

Prairie Mills, River Falls, are con- 
structing a building in which to house 
feed grinding and mixing machinery 
which they plan to install. 

W. A. Hottensen, W. M. Bell Co.. 
Milwaukee, and Mrs. Hottensen, re- 
turned recently from 
Springs, Ark. 


a trip to Hot 


READY TO 


Buy AGAIN! 


New CUSTOMERS! You'll find the new 


Authorize $5,000,000 Funds 
For Buying Relief Feed 


UTHORITY has been given to 
A nine state relief administrators to 
use an aggregate of $5,000,000 of 
relief funds to purchase feed for 
livestock of needy families in the 
drought counties of their states. Harry 
L. Hopkins, president of the Federal 
Surplus Relief Corp. and federal emer- 
gency relief administrator, stated this 
additional feed purchasing is to com- 
plete winter needs after grain owned 
by the corporation is exhausted about 
March 15. There will be no further 
purchase of grain by the corporation 
for feed purposes. 
Each drought-stricken state will be 


1934 Startena campaign the quickest and 
easiest way to bring them to your store. 


It gives you the advertising force and 


merchandising power of— 


(1) Billboards 
(2) Farm papers 


(4) Merchandising 
(5) Direct-by-mail 


America's 
Fastest Selling 
Chick Feed! 


(3) National magazines (6) Store displays 


The free Chick Sanitation Kit offer, and 
the live chick brooder display with its 
full-color background will make your 
store the talk of the town. Poultry folks 
will come in with Startena on their minds 
and money in their pockets. See the Purina 
man now or wire Purina headquarters. 


CHICK 
STARTENA 


(COMpL Abbe mast) 


PURINA MILLS 


923 Checkerboard Square, St. Louis, Mo. 
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reimbursed on application by the gover- 
nor which must be accompanied by 
proper evidence of expenditure. The 
feed must be purchased at the lowest 
market price, less any freight differen- 
tial that may apply. It is also neces- 
sary to indicate that the purchase is 
of the most economical type of feed for 
stock-feeding purposes. The state re- 
lief administrators will assume all re- 
sponsibility for the purchase and distri- 
bution of the feed. 

It is believed that the cash allotment 
can be spread economically to last until 
pasture in the drought-stricken states is 
available for the stock fed under this 
program. 

Funds of $5,000,000 for the purchase 
of stock feed is allotted to the drought- 
stricken states by the Federal Surplus 
Relief Corp., as follows: Colorado, 
$125,000; Kansas, $50,000; Minnesota, 
$700,000; New Mexico, $75,000; North 
Dakota, $1,500,000; Oklahoma, $50,000; 
South Dakota, $1,850,000; Texas, $100,- 
000 and Wisconsin, $550,000. 


OHIO CONVENTION 

The 55th annual convention of the 
Ohio Grain, Mill & Feed Dealers asso- 
ciation will be held at Columbus, June 
@ and 7, it was decided at a recent 
meeting of the governing board. W. W. 
Cummings, Toledo, secretary of the 
organization, reports that a program of 
interest to all, with entertainment fea- 
tures that will be different is to be pre- 
sented. 


CHARLES F. KIESER, Kraft-Phe- 
nix Cheese Corp., Chicago, IIl., recently 
spent some time in Miami, Fla., where 
he tried his skill at landing sailfish. He 
reports it to be a thrilling sport. 


MORE WISCONSIN COWS 

The total number of cattle in Wiscon- 
sin is estimated at 3,230,000 head, which 
is 17,000 head more than the previous 
high point reached in 1932. The num- 
ber of milk cows in Wisconsin, com- 
puting heifers two years and over, also 
exceeds the previous high point reached 
last year by 37,000 head. The state has 
more cattle than people. 


INDIANA 


Shavers Hatchery, Crawfordsville, has 
purchased the Schwartz feed store, La- 


doga. Luther Perkins will manage the 
business. 
Charles Lockridge has opened the 


Main feed store, Madison. He was for- 
merly manager of the Trow feed store. 

John K. Jennings, manager, Diamond 
feed mill, Evansville, has announced 
that he will be a candidate for mayor 
of his town on the independent ticket. 

Henry Bender, 67, owner of the 
Bender Feed Co., Evansville, and 
widely known among grain and feed 
men of southern Indiana, is dead. 

John Ryan, formerly manager of the 
Home Grain Co. elevator, South Mil- 
ford, has purchased the elevator at 
Mongo from William H. Menaugh. 

The Reed-Mac Feed & Supply Co.. 
Decatur, formerly known as the Reed 
Elevator Co., has moved to new 
quarters. 


AV 
a 
( 
4 ) 
| 


ASLEEP AT THE Some criticism has been directed against the code committee of the 
SWITCH? National Federation of Feed Associations because the code of fair 

competition for retail feed dealers and wholesale feed distributors, 
jobbers and brokers has not been approved and, in fact, is not even very close to approval 
at this writing. 

This criticism does not bother us because we realize that it is misinformed as well as ill- 
advised but in justice to our friends on the committee, and in justice to our friends in the in- 
dustry who have placed their confidence in the committee, we are going to use this space to 
review a few facts. We regret, of course, that the preponderant majority of our industry is 
without benefit of a code but any code which could have been obtained through the AAA 
would not have been of benefit and we know everything possible under the circumstances has 
been and is being done to get approval of a code which will be worthwhile. 


Our code committee’s efforts have been rather disparagingly compared with the apparently 
more successful results obtained by the committees of the fertilizer, lumber, coal and even 
the feed manufacturing, flour milling and grain trade industries but these committees, and per- 


haps hag committee of no other industry, have not had anywhere near comparable problems 
to solve. 


Our first problem was one of organization. The feed industry was split-up into a large 
number of local, state and sectional associations and practically all of these rushed to Wash- 
ington for relief as soon as the National Industrial Recovery act was passed. The government 
insisted that it would deal only with representative national associations so, as a result, the 
Nationa: Federation of Feed Associations was organized at a meeting at Chicago which many 
“‘old timers”’ have described as the most representative gathering of the feed trade ever held 
in the United States. The federation has a membership of about 30 associations representing 
more than 6,000 units but it can hardly be compared with the efficiently organized and amply 
financed associations of the fertilizer and flour milling industries. All officers of the National 
Federation of Feed Associations are serving without pay and they are sustaining an actual 
out-of-pocket loss in connection with their expenses to say nothing of the time they are devot- 
ing to code work to the neglect of their personal business interests. 


Our second problem was one of jurisdiction. The code proposed by the National Federa- 
tion was originally referred to the AAA and this government agency is exclusively interested 
in the farmer. The feed industry buys from the farmer and sells to the farmer so it could 
hardly expect any help from the AAA which wants the farmer to sell his produce at the highest 
possible quotations and purchase his requirements at the lowest possible prices. The AAA 
offered our industry a code but the Chicago convention of the federation had instructed the 
committee as to what kind of a code the industry wanted. The industry would never have 
been satisfied with the code tendered by the AAA and it was naturally rejected. It was there- 
fore fortunate that, with the help of a presidential order, the committee succeeded about a 
month ago in having the code transferred to NRA. 


Our third problem is lack of ample funds. Our code was one of the last to be presented 
or turned over to NRA. We could hardly expect that NRA would drop everything else and 
give our code immediate attention especially since our finances would not permit constant 
representation at Washington to press our cause. Under the circumstances, therefore, we are 
fortunate to have obtained an almost immediate ruling from the legal division of NRA to the 
effect that our code, when approved, would be binding on all dealers whether located in small 
or large towns and to have the further promise that our code would be rewritten in accordance 
with the more liberal NRA standards and pushed forward with all possible dispatch start- 
ing this month. ; 

We protest that the National Federation of Feed Associations and its code committee 
have not been asleep at the switch. The federation has issued 33 long, informative bulletins 
to its members, many thousands of copies of the various drafts of the code and handled an 
almost unbelievable volume of correspondence. The code committee, scattered from Seattle, 
Wash., to Potsdam, N. Y., has kept in constant contact within its own membership. with the 
industry and with Washington despite the fact that the funds available for its work have been 
strictly limited. It is striving to secure a code which will be beneficial to the industry, in ac- 
cordance with the mandate given it at the Chicago convention, and if any of its critics think 
they can do a better job — they are welcome to try. 

DAvID K. STEENBERGH. 
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Admission Tickets to Special Sale 


Packed in the Customers 
Feed Firm’s Favors Well Repaid 


factor that helped us in the 

feed business was the fact that 

my brother and I were farmers 
before we started. This helped us put 
ourselves in the shoes of the average 
feed buyer, recognizing and fulfilling his 
needs.” 

Thus declares Andrew Rude, who 
with his brother, Morris, is owner of 
a thriving feed business at Mt. Horeb. 
Wis. The two purchased the place 
after its former owner had “given it 
up” as a losing proposition. It seemed 
to be quite a gamble then to leave their 
farm and tackle a business that both 
knew comparatively little about but they 
took the chance. Within a space of 
four years, as a result of their many 
innovations, the business was so revital- 
ized that today it has a large, consistent 
clientele, being incomparably improved 
over its original situation. 

Remembered Little Things 

And it wasn’t very hard to achieve 
this success in the feed business either, 
Andrew comments. One must learn to 
pay attention to the “little things”, he 
adds. 

“As former farmers and feed buyers. 
we recalled the little considerations that 
we ourselves expected from our feed 
dealer. Sometimes we got them, most 
of the time we didn’t. 

“I remembered, first of all, that I 
was appreciative when the feed man 
paid personal attention to me. That’s 
only human. We all like to feel that 
someone else is remembering us and 
is thinking for our benefit. And it 
doesn’t require any work at all to notify 
a customer of a special sale, to chat 
with him concerning his farm problems 
or to advise him about his feed needs. 

“T recalled, also, that I didn’t like to 
walk into a shabby, disarranged feed 
store, with bags of grain piled every- 
where from the doorway to the coun- 
ters. It made me feel that the proprie- 
tor was equally unenterprising, and that 
couldn’t be confident of getting price, 
quality and economy in my feed pur- 
chases there. I felt that if the store- 
keeper didn’t give a hang about his busi- 
ness, why should I? 


Keep Store Alive 

“It was the feed store that ‘did things’ 
which won my confidence. Things that 
didn’t cost the feed men hardly any- 
thing, but which meant a whole world 
to the buyer. For example, decorating 
his window attractively, conducting 
special sales or advertising. These and 
similar things proved that the proprie- 
tor had his customer in mind. It made 
me feel that if I patronized this store 
I would be assured of getting the best 
feed at the best price. For the same 
reason that one likes to ‘stick along 
with’ a friend who is wide awake and 
has new ideas, the average feed buyer 
likes to patronize a feed store that 
shows activity. 

“Service was another thing. I paid 
special attention to this point because 
I remember the time when I had or- 


tia the greatest single 
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dered feed for 3 o’clock and it wasn’t 
delivered until several hours later. I 
never ordered from that dealer again. 
I reasoned that if he was careless in 
delivery, he probably was independable 
in all other things also and that I would 
make a wiser choice staying with some- 
one else. ‘ 

“And having analyzed all these facts 
we went about to eliminate them with 
respect to our own business.” 

Hold Admission Sale 

The Rude brothers not only elim- 
inated these faults in conducting their 
business, but also included many new 
ideas. And it was because they antici- 
pated the needs of the feed buyer before 
starting to sell to him that their pro- 
gress was steadfast. 

First of all, they proceeded to make 
every customer feel like an individual. 
The brothers “dropped in” on them 
frequently, discussing cattle, crops, the 
family and other things. They offered 
advice on how to mix their feed, new 
methods for administering feeds and 
other information enabling the pur- 
chaser to get the most use out of his 
feed. They also sent regular notices 
regarding special feed sales for a par- 
ticular day. 

One of these notices that was es- 
pecially fruitful was an admission ticket 
that they sent out to each one of their 
regular customers. With this was en- 
closed a letter, explaining that they 
wanted to reward him for his patron- 
age, and therefore were “letting him 
in” on a special sale to be held in the 
store at a near date. It was admission 
by ticket only, so that only regular 
customers possessing the pasteboards 
could come into the store during thc 


EMIL TESKE has purchased the 
Chaska mill, Chaska, Minn., and will 
utilize it for the storage of feed, and 
grain. 


WALTER UEBELE, Burlington 
Feed Co., Burlington, Wis., who has 
been undergoing treatments at the 
Sscred Heart sanitarium, Milwaukee, for 
a stomach ailment is much improved 
and back at his office concentrating his 
efforts on spring business. 


OHIO 

Thompson mill, Loudonville, 
opened for business. 

C. Hollis George has opened a feed 
store at Cambridge. 

Harsha Milling Co. warehouse, Ports- 
mouth, was recently destroyed by fire. 

J. T. Badgley & Son have purchased 
the Edon Milling Co., Edon, and are 
operating the business. 

H. E. Fisher Feed & Poultry Co. 
Dayton, has been incorporated by Flora 
and Harry E. Fisher and G. E. Swisher. 

D. M. Calvin has resigned as manager 
of the L. R. Good & Son’s elevator, 
Arcadia, to accept a position in Toledo. 

Miller Feed Co., Defiance, has re- 
sumed business with Glenn Miller as 
manager. 


has 
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period of the sale, the general public 
not being permitted. 

This made every ticket recipient feel 
important. The “special privilege” 
shown to him, thus recognizing and 
rewarding his patronage, heightened his 
feeling of respect and gratitude for the 
feed dealers. It engendered a spirit of 
loyalty for the store—the store that “re- 
membered its customers”. 

A large crowd of proud feed custom- 
ers, each armed with his admission 
ticket, patronized the store during the 
period of the sale. The idea not only 
firmly intrenched the old customers but 
brought many new ones. 

The brothers advertised—not mean- 
ingless advertising, but advertising about 
something specific that “meant some- 
thing.” The public learned to realize 
that the advertising offered something 
of value to them and responded favor- 
ably. Gradually, and by advertising in 
the right amount at the right time the 
name of Rude brothers was a household 
term with feed purchasers in the radius 
of the store. 

Another thing they put stress upon 
was service. When a buyer ordered 
feed from them to be delivered at 5 
o'clock he knew that the attractive Rude 
brothers truck would roll into his gates 
at that time sharp. Sometimes the 
brothers would lose a little on a single 
delivery, but they found it eventually 
helpful in building good-will. Their 
customers knew that they could rely 
on their service. 

“Occasionally it didn’t seem economi- 
cal to make some of the deliveries we 
did make,’ Andrew says. “But in the 
long run, by keeping that customer per- 
manently, we were abie to make up the 
loss many times. Good-will is some- 
thing that money can’t buy, and some- 
times one has to temporarily sacrifice 
some of his profits to get it. But it 
pays.” 

Store Clean and Orderly 


Finally, they kept their place clean 
and orderly. Everything was stacked 
neatly and systematically in its place. 
The feeds most in demand were grouped 
at the front of the store, so that the 
customer could glimpse them immediate- 
ly. To aid the customer in inspecting 
the feed he desired to buy, individua‘ 
trays were arranged on the counter con- 
taining samples of each feed. 

“We're sure of our customers,” 
Andrew explains. “We know that once 
he’ll patronize us, he'll always do so. 
And that’s the secret of getting ahead 
in the feed business, I guess. It’s not 
so much the ability to pack your store 
one day, and then not having anyone 
come in on the next. Being able tc 
keep all your old customers while mak- 
ing new ones is what counts.” 

After thus examining the policies of 
the Rude brothers feed concern, it is 
easy to understand the secret of their 
rise. They thought of the customer in 
running their business—the customer 
bearing this in mind, thought of them 
in making his feed purchases. 


HOW NEARLY 
3,000,000 HENS 
WORKED 


READ THESE REMARKABLE RESULTS 
OF THE NOPCO XX RANCH 
FEEDING TEST 


7 Ll. Of group results submitted cover- 
ing Mortality, 73.7% (combined average) 
stated NOPCO XX lowered mortality 
and improved health and vitality of 
laying hens, pullets, and chicks. 


be Moulting Period Betterment such 
as: -1) shorter period, -2) better feather- 
ing, -3) higher production maintained 
during moult—showed the surprising 
result of 48.1%. NOTE: the 48.1% is the 
result of the California NOPCO XX 
Ranch Feeding Test, which ran through 
the entire moulting period. 


3 ¢ Of the poultrymen who submitted 
NOPCO XX Ranch Feeding Test results 
on Egg Quality and Egg Production, 
71.2% stated that daily feeding of NOP- 
CO XX increased egg production. 


90.5% stated NOPCO XX improved 
both eggshell strength and quality and, 
in addition, improved the quality of the 
egg itself. 


The stated improvements in eggshell 
and egg quality were smoother, stronger 
shells—fewer checks, cracked and soft- 
shelled eggs—better egg grades, be- 
cause of more large No. 1 eggs with 
firmer whites and fewer blood spots. 

4 LETTERS from poultrymen revealed the interesting fact 
that the results from feeding NOPCO XX _were similar in 
all sections of the eleven Western States. This means that 


widely varying factors such as altitude, climate, feed and 
management did not disturb the fact that:— 


NOPCO XX Improves any Feed 
...+ Makes Good Feed Better 


| yen and every hen ‘‘did her bit’’ for her 
owner by being a “‘testing station” in a 
huge test, entered into by nearly 3,500 
Pacific Coast poultrymen, to help improve 
flocks and profits of all poultrymen every- 
where by demonstrating under practical 
farm conditions, benefits and profits from 
feeding NOPCO XX daily. 


AND IN DOING THIS THESE SAME HENS 
MADE HUNDREDS OF DOLLARS IN EX- 
TRA SAVINGS AND INCOME FOR THEIR 
OWNERS. 


Each one of the hundreds of poultrymen 
who tested NOPCO XX on his own ranch, 
in his own way, fed it either in branded 
mashes—special formula—ranch-mixed 
mashes—or on grains. 


NOPCO XX contains the same natural 
Cod Liver Oil Vitamin D Concentrate that 
rs <r in bread, milk, and other human 
oods. 


If you have not investigated the possibili- 
ties of mixing NOPCO XX in your mashes, 
do so today. Write us for full information, 
including the various helps we supply 
dealers to help them build up increasing 
tonnage. 


NATIONAL OIL PRODUCTS CO., INC. 


BOSTON CHICAGO KANSAS CITY SAN FRANCISCO 
EXECUTIVE OFFICE: 38 ESSEX ST., HARRISON, N. J. 
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Manufactured yndet 
Patent 1,078,454 
This Trade Mark 
\dentifies Genuine 
NOPCO 
if | 
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... Means ECONOMY 
plus QUALITY to the 


Linseed Meal Buyer 


IAMOND “K’’, containing 30% Protein or 
better, is Pure Old Process Linseed Meal 
scientifically blended with palatable flaxseed screen- 
ings oil feed. 
An outstanding value—quality at low cost—it gives 
you more protein per dollar invested. It is a palat- 
able, blended meal that runs uniform in analysis 
and texture. It is furnished FINE GROUND ONLY. 


Ideal for mixing in balanced rations for cows, cattle, 
hogs, horses and poultry and is highly recommended 
for straight feeding with home-grown grains. 


Write for sample and price delivered your station. 
It will pay you to try 


DIAMOND 
LINSEED MEAL with Flaxseed 
Screenings Oil Feed 30% PROTEIN 


Sold by 


SPENCER KELLOGG AND SONS 
SALES CORP’N 


368 NEW CHAMBER OF COMMERCE 
MINNEAPOLIS, MINN. 


A Quality Product from the HOUSE OF KELLOGG 
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KELLOGG'S 
Linseed Meals 
Regular Diet of ALL 
ANIMALS 
WE BO OUR PART | 


Farmers’ 


Flays 


Claims Policies 
Are Unsound 


Leader 
AAA, 


farm journal. 


as of June 30, 1933. 


of the editors of The Feed Bag. It comes, however, from one high 

in the ranks of farm leaders and close to the Roosevelt administra- 
tion. It also comes from the head of one of the nation’s largest feed orga- 
nizations and the columns of The Feed Bag are always open for the honest 
expression of opinion on subjects of general interest by members of the 
industry. The author, H. E. Babcock, is president of the G. L. F. Holding 
Corp., serving the farmers of New York, New Jersey and Pennsylvania 
and director of the Central Bank for Cooperatives. Mr. Babcock also 
served as assistant to Henry Morgenthau, Jr., now secretary of the treas- 
ury, when he was head of the Farm Credit administration and recently be- 
came one of the owners of the American Agriculturist, the Morgenthau 
The G. L. F. corporation had loans from the federal gov- 
ernment totaling $519,401.85 according to its own published balance sheet 


T HIS CRITICISM of the AAA does not necessarily present the views 


N the evidence to date, I am re- 
6) luctantly forced to the conclu- 
sion that the time has come 
when eastern farmers must seri- 
ously challenge the Agricultural Adjust- 
ment administration. A lot of other 
people privately hold this same opinion. 
I say privately because nearly everyone. 
after he has expressed himself to me, 
cautions me about quoting him. 
Frankly, this gets my goat. Is this 
AAA something above criticism, some- 
thing of which to be afraid because it 
may “crack down” on you? I think 
not, and I further think that it is about 
time we began to look at the facts in 
regard to it and ask some questions. 
Are AAA Policies Sound? 
Because the ideals of the AAA are 
what they are, are they necessarily 
sound? Most emphatically, no! They 
are the products of men like you and 
me,—no better, no worse. Many men 
certainly as well qualified as present 
AAA sponsors and officials are abso- 
jutely sure; (1) that low prices are not 
the result of burdensome surpluses of 
useful things; (2) that it is humanly 
impossible for a government agency to 
control agricultural production; (3) that 
the destruction of wealth and the cur- 
tailment of the production of wealth is 
the worst possible way to get out of 
a depression; (4) that the whole AAA 
scheme strikes at the independence and 
initiative of farmers, and the applica- 
tion of individual judgment by them. 
With these opinions, I personally 
agree. Against them, we have the 
opinions of a dozen individuals in vary- 
ing states of emotional and intellectual 
equilibrium. I refer to those in power 
in the AAA, some of whom are drunk 
with autocratic authority; some _ of 
whom are humbled and confused by it; 
and all of whom, whether they admit 
or not, are overwhelmed by their respon- 
sibilities. This leads to my next point. 
Can AAA Be Manned? 


No. It hasn’t been to date, and it 


can’t be. Let’s keep our feet on the 
ground. Would you allow a professor 
of economics fresh from a teaching job 
in a city college, a statistician with am- 
bitions to be an economist, and an am- 
bitious young lawyer eager to reor- 
ganize society to take over your per- 
sonal farm affairs? You would not; nor 
would you put such men in charge of a 
group of farms composed of your farm 
and your neighbors’ farm. Yet it is just 
such individuals who, to date, have been 
largely drawn upon to plan for and 
man the AAA which seeks to take 
charge of all farms. 


It is such men who plan, with the help 
of an occasional college professor, with- 
out administrative or business experi- 
ence, a newspaper man or a transfer 
from the department of agriculture, to 
tell you how much wheat to raise, when 
to kill your hogs and how to adjust 
your farm acreage. It is in the ad- 
ministrative ability of such men that 
you place your trust when you go along 
on one of their schemes. 


I have nothing personal against such 
individuals. I really admire their zeal: 
I do not question their sincerity. I 
marvel at their courage to plan for other 
people, but, brother, between you and 
me I am just plain scared of their judg- 
ment, their knowledge of facts, and 
their administrative ability. I would feel 
this way, even if I believed in their 
schemes, which I do not. 


Do Farmers Want AAA Management? 


Some farm leaders say they do. Per- 
sonally, I am inclined to analyze such 
testimony. The depression hit farm or- 
ganizations as well as banks and real 
estate. It is a well-known fact that it 
has taken about all the ability the lead- 
ers of most of these organizations 
possess to keep them going. I am not 
sure but that to such leaders the AAA 
is a godsend. It gives them something 
that they can report back to the mem- 
bership on and say, “Look, we got this 
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H. E. Babcock 


for you.” Actually, the present rela- 
tionship of at least one of the more 
prominent national farm leaders with 
the AAA is that of a hitch-hiker on 
his last legs who has caught a ride. 

While I am on this subject of farm 
organizations, it may be well to point 
out that well towards half of the in- 
come of two of them, the National 
Grange and the American Farm Bureau 
federation, has come during the depres- 
sion years from northeastern farmers. 
Is it not therefore fitting and right that 
farmers of the Northeast should inquire 
in detail as to whether or not they are 
being adequately represented? Certainly. 
they haven’t been in several instances. 
Take the following one for example: 

The Bag Tax 

How many of you dairymen, poul- 
trymen, fertilizer and seed buyers rea- 
lize that every time you bring a bag. 
whether it be cotton, burlap or paper, 
onto your farm, you pay around 2 cents 
processing and adjustment tax on it? 
Yet, this is just what you do. And 
here is how it came about. 

When the AAA decided to impose a 
processing tax on cotton, I personally 
called Secretary Wallace on the tele- 
phone and asked that he exempt cotton 
going into bags, which farmers must 
buy. His reply was noncommittal ex- 
cept on one point,—and that was that 
if the processing tax should be applied 
and that as a result farmers should stop 
buying cotton bags, that he would have 
to impose an adjustment tax on burlap 
and paper. This is just what he later 
did. 


Shortly after this adjustment tax was 
announced, I called Assistant Secretary 
Tugwell who expressed some concern 
about the matter and said he would 
look into it and call me back. Of course, 
he never did. Load a man with more 
authority and responsibility than he is 
capable of administering and he never 
will see a matter through, even though 
it be of vital importance to several mil- 
lion farmers. Accordingly in about ten 
days, I called him again. He said that 
the AAA was having a new tax man 
come on the job and the whole tay 
situation would be restudied. This was 
to be expected. In an enterprise as in- 
capable of administration as the AAA 
in its grandest conception nine-tenths of 

(Continued on Page Thirty-two) 
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his Month In Your Feed Store 


e Live Tips To Help You Get More Business 


Cash Paid for Ideas 


You must have some idea which you 
used with success to boost your busi- 
ness. Tell us about it in a brief letter. 
If we a your idea on this page 
we will send you a check for $3.00. io 
fancy writing required. 


Poor Pay 


Payment of taxes is one of the first 
duties of a good citizen. Thus reasons 
an Indiana feed dealer who makes it a 
point to obtain the list of delinquent 
tax payers in his county each year. He 
checks the names carefully and selects 
those from his trading area. When one 
of the delinquents asks for credit at the 
store the dealer either turns him down 
flat or else stalls for time to make a 
careful investigation of his credit. Nine 
times out of ten he finds that the de- 
linquent taxpayer is a bad risk and con- 
sequently he saves thousands of dollars 
which might have been lost in bad ac- 
counts. 


Wrapping Flour 


Down in sunny California a feed 
dealer makes a practice of wrapping 
every bag of flour purchased at his store. 
His idea is to protect the customer’s 
clothing and the upholstery of his car 
from becoming dusty. The fact that 
this little thoughtfulness is appreciated 
is manifested by the steadily increasing 
volume of sales which he has realized 
since he put the plan into effect. 


Full Weight 


A meat dealer is reported to have 
increased the customer confidence in 
his store by placing the following sign 
over his scales: “Every pound sold here 
is 16 ounces, full, fair weight. If you 
doubt it, we will cheerfully reweigh any 
item and give it to you FREE if it is 
underweight.” Very few customers took 
advantage of the offer but it built com- 
plete confidence in the dealer’s honesty. 
Feed stores should be able to apply the 
idea with equal success. 


Easter Display 


An Ohio dealer arranged an attrac- 
tive Easter window display by placing 
more than 50 baby chicks in his window 
with a bag of his chick feed and poultry 
mash occupying the center. He stimu- 
lated interest by placing a placard in 
the window which read that the feed 
displayed would be given free to anyone 
who could count the exact number of 
chicks. With the chicks scurrying 
about this was no easy task and the 
idea created a great deal of competition 
and fun for the spectators as well as 
additional orders for poultry feeds for 
the dealer. 


Farm Freaks 


Many odd things are grown and found 
on farms and realizing this a Michigan 
dealer decided to hold a “Believe It or 
Not” contest. He urged his farm cus- 
tomers by newspaper and direct mail 
advertising and word of mouth to bring 
in relics of other days and freak things 
which they had grown. He placed these 
on display in his window and hundreds 
were attracted to the store as a result. 
At the close of the contest he offered 
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a prize to the owners of the three most 
odd items and tied in nicely with a full 
page advertisement announcing a sale 
of feeds. The heading read, “Believe 
It or Not, We Offer These Low Prices”. 
The sale was a tremendous success and 
the farm freak contest received columns 
of publicity in the local and surround- 
ing newspapers. 


Listing Names 


In order to stimulate business we have 
found it a good plan to display our cus- 
tomers’ names and addresses in the 
store window. The names and addresses 
are neatly typed on a sheet or two of 
paper and these are pasted to a piece 
of cardboard. At the top are typed the 
words, “Customers’ Names”, and below 
this the words, “May We Add Your 
Name to the List Also?” are written. 
When strangers notice some of their 


friends’ names on the list they do not 
hesitate to visit the store—A. G. Hult- 
quist, Lake Nebagamon, Wis. 


Garden Club 


A merchant in Illinois greatly stimu- 
lated the sale of seeds by sponsoring a 
garden club in his community. He ob- 
tained magazines and literature on 
gardening and conducted meetings, at 
which well-informed speakers gave hints 
on beautifying lawns, raising proper 
types of vegetables for that particular 
climate, etc. In order to create greater 
interest and encourage new members to 
join he offered a substantial prize to 
the person who was judged to have the 
best garden at the end of the season. 
His efforts were well repaid and turned 
his garden seed department from a mere 
~adjacrae counter to a profitable side- 
ine. 


New Jersey Dealer’s Phone 
System Yields Orders 


HE telephone is a selling asset 

if the feed dealer uses it sys- 
tematically,” said Ernest A. 
Heins, feed retailer, Caldwell 
. J. “We have found it to be the 
least expensive and most effective 
means of keeping repeat business at 
maximum. The customer who buys 
once and then quits is not usually a 
profitable customer, and the customer 
who buys only once in a great while 
does not make the profit and loss state- 
ment look any too good either. 

“It is the repeat business that builds 
profits and customers can be induced 
to repeat and keep repeating if con- 
— by telephone at periodical inter- 
vals. 

“We contact old customers about 
once a month. On new customers we 
wait two weeks and then call them up 
to find out how they liked the feed and 
if they desire more. As a result of these 
phone canvasses we often get a repeat 
order or a definite promise to buy. 

“A good percentage of our business 
would more than likely go elsewhere if 
we did not follow up old and new cus- 
tomers by phone. 

“Tt is not difficult to get the names 
of new customers for phone follow-up. 
In many cases they order the goods sent 
which involves the giving of name and 
address. If a new customer takes along 
the purchase we try to get the name 
and address by suggesting that we oc- 
casionally have exceptional bargains in 
feed goods or allied lines, at which 
times we would like to get in touch 
with him. Usually we get the name 
after this explanation because most feed 
users are always on the look-out for the 
latest and best values in feeds. 

“In utilizing a phone follow-up it is 
wise to keep a card index of the custom- 
ers canvassed with dates so that they 
are followed up systematically. It is 
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unwise to phone too often because you 
wear out your welcome. A card file 
guards against this and assures that the 
canvass will be made systematically. Of 
course, if a customer has no phone, the 
dealer must be content with circulariz- 
ing if he wishes to follow up, but in 
the majority of cases our customers 
have phones and no doubt a similar con- 
dition exists in most parts of the coun- 
try. 

“If possible, use a girl with a clear, 
pleasing voice for phone follow-ups. The 
feminine voice with a smile registers 
better than a man’s voice over the 
phone. Use no sales pressure to get 
repeat business. Stick to courteous sug- 
gestions. Most people resent high-pow- 
ered salesmanship on the phone or any- 
where else. On the other hand, they 
appreciate being called up periodically 
about another order on hog feed or 
chick starter mash, because such calls 
indicate that the dealer has their inter- 
ests at heart. 

“There are ‘dead spots’ in every store 
day when a feed dealer or one of his 
employees can phone-canvass for repeat 
business in spare time, carding neces- 
sary information as he goes along. Or 
much of this work may be done after 
business hours by the dealer himself in 
the quiet of his office. After-business- 
hour calls net a large percentage of 
interviews because most feed customers 
are home then getting their suppers or 
recreating after the day’s work.” 


N. M. MONGEAU, manager, Farm- 
ers Elevator Co., Elmore, Minn., re- 
cently underwent an operation for ap- 
pendicitis and is back on the job fully 
recovered. 


CENTURY GRAIN & Feed Co. 
Camden, N. J., has been incorporated 
to deal in grain and feeds. 


MEANS: “the art or skill of a man whose 


occupation is to sell goods.” 


Cy 


Webster's definition may not change— 
BUT THERE'S A LOT MORE TOIT! 


Wesster spoke of a salesman, he 

thought of a man behind a counter whose 

only duties were to quote prices and — u i 
eed 


ages. Such salesmanship wouldn't get a ealer 
very far today. . 

Now when we speak of salesmanship, we think 
of all the modern methods used to create public 
demand for a given product. 

We think of packaging, advertising in magazines 
and local papers, of sales letters and follow-ups, of 
attractive window displays, of special customer 
services, of sales promotion plans, of contests and 
local demonstrations to excite public interest. That 
is what salesmanship means today. 

Salesmanship is the job of trained experts. Allied 
Mills accepts this definition with all the respon- 


sibility it entails. Wayne Feeds will go as far as 
any in the world in ‘‘selling themselves.’’ But that 
is not enough for any feed, in this day and age. 
Allied Mills supplies its dealers with information, 
materials, and help in all of the departments of 
salesmanship listed above, and more. That is one 
reason why Wayne Dealers are “‘1oo percenters’’ in 


attitude. Allied Mills takes on itself the major 
burden’ of salesmanship. 


ALLIED MILLS, Inc. 


ADVERTISING DEPT. FORT_WAYNE, IND. 


CLIP AND SEND IN TODAY 
ALLIED MILLS, INC. 
Advertising Dept., Fort Wayne, Ind. 


Gentlemen: Please send me, without cost, further infor- 
mation about Wayne Feeds. No obligation attached. 
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SHIP MILWAUKEE 


The World’s Largest Market for Malting Barley 


We Want Barley 


Mail Us Samples for Spot 
and Arrive Value 


@ Let our barley specialist with 
20 years experience, who sells 
only barley, get you top prices. 
His sales will please you. Con- 
sign that next car to 


FRASER-SMITH CO. 


MILWAUKEE, WIS. 


Personal Service... 


ROY I. CAMPBELL 


COMMISSION MERCHANT 


BARLEY A SPECIALTY MILWAUKEE 


J. V. LAUER & CO. 


“Pioneer Barley Salesmen’’ 
@ For satisfactory prices, consign us your next car. ® 


L. Bartlett & Son 
Grain Co. 


WE SPECIALIZE IN BARLEY 
SUPERIOR SERVICE 


M. BELL CO. 


CHAMBER OF COMMERCE 


MILWAUKEE 
We solicit 
your Bavtey Mohr-Holstein Commission Co. 
Consignments 


LET US HANDLE YOUR BARLEY 


Tel. Daly 0612 Telephone DALY 5226 


The World's Largest 


Commercial Maltsters 


Donahue-Stratton Co. 


Grain Merchants 


Elevator Capacity 5,500,000 


Leonard J. Keefe 


COMMISSION MERCHANT 
GRAIN and SEEDS 


Reference: Milwaukee Grain & Stock Exchange 
1st Wisconsin National Bank 


Your Consignments 
respectfully solicited. 


Correspondence 
invited. 


Consign to 
LA BUDDE FEED & GRAIN CO. 


Carl Houlton, Manager, Grain Department 


FROEDTERT 
Grain & Malting Co. 
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Hints On Growing Premium Malting Barley 


Malting Varieties 


Oderbrucker. 

Manchurian. 

Wisconsin Barbless, Ped. 38. 
Velvet. 


Varieties Not Wanted 


Trebi Feed Barley. 
Coast types. 
Most of the two-rowed varieties. 


Goad Seed 


Standard malting variety. 

Free from mixtures of wheat and oats. 

Free from blighted kernels. 

Well cleaned and sized to remove small 
kernels. 


Treated to control stripe and smut dis- 
eases. 


Good Soil 


Barley requires good soil, well plowed 
to cover all straw and corn stubble. 

Worked to a fine seed bed. 

Sow early; as soon as the soil is in con- 
dition. 


General Care 


Good seed, good soil, favorable climate 
are necessary for malting barley 
production. 

Do not increase acreage in barley un- 
less sure soil and climatic conditions 
are suitable for producing quality 
malting barley. 


Barley Harvesting 


Cut when fully ripe. 

Green, unevenly ripened barley will 
not malt properly. 

Shock well and cap shocks. 

Weathered and wet barley does not 
bring a malting premium. 

Stacking malting barley is good insur- 
ance in many seasons. 


Threshing Malting Barley 


Adjust separator to prevent skinning 
and breaking. 


Take all end play out of cylinder. 

Remove worn or bent teeth on cylinder 
and concave. 

Remove excess teeth in concave. 

Adjust concave to cylinder. 

Broken or skinned grain is not malting 
barley. 

Short clipped barley is not good malt- 
ing barley. 

Thresh when barley is cured and dry. 


Storage of Malting Barley 


Barley threshed when wet or green will 
heat and mold in the bin. 

Avoid mixtures with other grain. 

Keep good quality, mature barley sep- 
arate from green, wet, blighted and 
other low grade barley. 


Marketing Malting Barley 


Sell plump, large barley and _ feed 
screenings. 

Use: 5/64’s by 3/4’s inch slotted screen 
to clean out screenings. 

Sell the barley going over the screen 
for malting barley. 


This chart was prepared especially for THE FEED BAG by James G. Dickson, professor 
of plant pathology and agent in cereal investigations, University of Wisconsin, Madison. 
Note to dealers: Tear out and post this chart on your bulletin board to help your customers increase their cash income through grow- 


ing the proper types and quality of malting barley. If you wish to mail or hand copies of this chart to your customers, we will fill your order 
for any quantity at $3.50 for 500 or $4.50 for 1000, f. o. b. Milwaukee. 
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Floyd Oles 


Mr. Oles, manager of the Pacific North- 
west Feed association and executive vice 
president of the National Federation of Feed 
Associations, is doing his utmost with other 
members of the federation committee to get 
a satisfactory code approved. 


HE code committee of the Na- 
| tional Federation of Feed Asso- 
ciations is waiting for the NRA 
redraft of the feed code which 
was to be sent to David K. Steenbergh. 
secretary, early in March by V. J. 
Clarke, assistant deputy administrator in 
charge of the code. Secretary Steen- 
bergh, while in Syracuse, N. Y., at- 
tending the Eastern Federation of Feed 
Merchants convention, February 23, tel- 
ephoned Mr. Clarke in Washington 
who told him that NRA had been study- 
ing the code and would actually get to 
writing it March 1 or 2. When the re- 
draft is received by the code committee 
members they will study it for three or 
four days and then send it out to get 
the comment of the industry through 
the federation’s affiliated associations. 


Early Action Promised 

Mr. Clarke wants the code conimit- 
tee to appear in Washington within two 
or three weeks after the industry re- 
ceives the revised NRA draft of the code 
for special conferences in addition to 
the necessary public hearing. The com- 
mittee, however, to cut down expense 
wants to handle both the conferences 
and formal hearing on one trip if that 
can possibly be arranged. 

When the feed code was transferred 
from AAA to NRA, Mr. Clarke had 
about 12 other codes in progress at 
the time and in addition was called in 
by the AAA to help with the final draft- 
ing of the wholesale feed manufacturers’ 
code which is now near approval by 
the administration. He has promised 
real action as soon as he gets started 
on the feed code. 

The delay which has been caused in 
getting a code approved for the feed 
industry now appears to be beneficial. 
The code committee has spent many 
months settling controversial points and 
attempting to get a code that means 
something and that will correct evils 
such as the destruction of markets by 
truckers, etc. The truckers’ code was 
recently approved by the president and 
incorporates certain features tending to 
regulate itinerant truckers. Other in- 
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NRA to Submit 
New Draft Of 


Federation Code 
This Month 


By G. L. Stutz 


dustries, with considerably more funds 
at their command than the feed indus- 
try has had at its disposal, have had 
officers camp at Washington to secure 
certain provisions in their codes. Their 
success is shown in the increasing lib- 
eralness of NRA in authorizing code 
provisions which will be effective in 
correcting evils and give real power to 
cede authorities and this success will 
be reflected in the feed code by giving 
it the benefit of the most recent and 
liberal rulings. 
Code to Affect All 

Another beneficial result of the delay 
in getting the feed code approved is 
the recent interpretation by the legal 
division of NRA that the code, when ap- 
proved, will be binding on all feed deal- 
ers, irrespective of the number of their 
employees, located in towns under 2,500 
population as well as those located in 
larger places. This is of great import- 
ance, for with more than half of the 
retail feed stores in small towns it 
would have been impossible to functior 
under a code which would have bound 
the minority in larger places and ex- 
cluded the majority in smaller places 

General Johnson, through the news- 
papers of February 27, gave out his 
12-point program to correct code weak- 
nesses. He invited criticism by indi- 
vidual industries of existing codes 
through the medium of a field day and 
will allow modifications and changes ir 
existing codes if these modifications and 
changes can be justified. He promises: 
(1) A more uniform and equitable rule 
of price stabilization to prevent cut- 
throat competition; (2) A more effective 
rule to prevent sales below costs of 
production; (3) Uniformity in wages 
and hours in industries which are com- 
petitive; (4) Uniform classification of 
areas for the prevailing southern wage 
differential; (5) Further reduction in 
work hours and further increase in 
hcurly wages; (6) Protection against 
monopoly, oppression of small enter- 
prise and inclusion in codes of buying 
regulations to protect the small fellows: 
(7) Improved methods to secure com- 
pliance; (8) A method for financing 
code administration without racketeer- 
ing; (9) Elimination of inconsistent or 
conflicting provisions in codes; (10) 
Adequate labor and consumer represen- 
tation in an advisory capacity on code 
authorities; (11) Uniform government 
representation on the authorities; and 
(12) Wider use with code groups of 
mechanism for settling labor disputes. 

Roosevelt Backs NRA 

President Roosevelt, in his speech on 
March 5, backed up General Johnson’s 
program and emphatically proclaimed 
the necessity of the NRA for economic 
rehabilitation. He addressed more than 
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4,000 gathered at the general conference 
of NRA code authorities and trade as- 
sociation code committees. He warned 
that industry must follow through with 
the government’s ideas of increased 
wages for the stimulation of purchases 
and challenged industry to reemploy 
more people at purchasing wages. He 
emphasized the need for higher wages 
and shorter hours which will be 
achieved in the revision of NRA and 
among the expedients considered is a 
10 per cent cut from 40 to 36 hours 
per week and an identical increase in 
hourly pay. 


Feed dealers will be governed by the 
code of fair competition for the feed 
industry of the United States (except 
wholesale feed manufacturing) when it 
is completed and approved and, there- 
fore, should have nothing to do with 
the general retail trade code which was 
signed by the president on September 
23. The retail feed industry has no 
representation on the code authority of 
the general retail trade code and no feed 
dealer could derive any benefit through 
coming under its jurisdiction. 


Administrative Problems 


With approval of the code in the 
offing, administration is looming up as 
a real and imminent problem. General 
rules, zoning of the United States, gen- 
eral administrative set-up including fi- 
nancing, will constitute a big job for 
the feed recovery committee as soor 
as the code is signed. Much of the 
preliminary work is now being done by 
the affiliated associations who have been 
asked by a bulletin to prepare a feed 
industry census. Lists are being pre? 
pared, dividing the industry into three 
classifications and this information is 
being filed at the federation’s headquar- 
ters. Associations are asked to classify 
their members and prospective members 
either as (1) wholesale feed manufac- 
turers, (2) wholesale feed distributors, 
including warehouse distributors and 
brokers, and (3) retail feed dealers, re- 
tail feed manufacturers and retail co- 
operatives. With this preliminary work 
accomplished, quicker steps for actual 
operation of the code can be taken as 
soon as it is approved. 


JAMES B. SPENCER, Kalamazoo. 
has opened a feed business which he is 
operating under the name, Michigan 
Purchasing association. 


DONALD BURKE, Fostoria, Ohio. 
has succeeded his father, the late 
Thomas Burke, as sales representative 
for the New Richmond Roller Mills, 
New Richmond, Wis., in the Ohio ter- 
ritory. 


; 

¥ 


CORNHAY WEAKLY NEWS 

Lug Spurgis claims that the free-for- 
all fight in front of Tad’s pool hall 
wasn’t free-for-all at all, judging by the 
cost of getting himself put back in phy- 
sical shape. 

Judd Perkins has written to several 
implement companies asking if they can 
furnish an attachment for the cultivator 
which will keep his son, Josh, from 
digging up all the corn when he falls 
asleep. One of them wrote and said 
“take off the seat.” 

Hunk Billings, clerk at the local post 
office, happened to turn over a post card 
he was reading and imagine his em- 
barrassment when he found that it was 
addressed to him. hag 


MUTUAL FEELING 


Hubby: “Gee, I wish I could get hold 
of some of the fine biscuits like mother 
used to make.” 

Wife: “And I wish I could get hold 
of some of the fine clothes father usec 
to buy for me.” 

* 
MATCHING UP 


Boarder: “Would you mind putting a 
small sample of this gravy in a bottle 
for me to take along?” 

Landlady: “What’s the idea?” 

Boarder: “I want to get a vest to 
match it.” 


NO ECONOMICS 


Tenderfoot: “Have you gone very 
deeply into the valuation of the dollar?” 

Cactus Joe: “No, pard, up here a 
dollar buys one white chip same as it 
always did.” 

The tailor who cuts out the new 
girls’ bathing suits ought to be placed 
in charge of the government budget. 


NO TRICK AT ALL 
Salesman: “How did you make your 
neighbor keep his hens in his own 


Dealer: “Well, one night I hid a half 
dozen eggs under a bush in my garden. 
Next day I let him see me gather them 
and I wasn’t bothered after that.” 

* 


ALL TOO TRUE 

Angry Wife: “Which is more im- 
portant anyway, your wife or your 
pants?” 

Husband: “Well, there’s places I can 
go without a wife but I gotta have my 
pants.” 

* * * 

FOLLOWED INSTRUCTIONS 

Dealer: “What have you done with 
the money in your bank?” 

Son: “Well, yesterday was a rainy 
day so I spent it all.” 

* 
SUCCESS 

Joe: “Have you fulfilled any of your 
boyhood ambitions?” 

Town Loafer: “Yes, I always wanted 
to wear long pants and now I wear them 
longer than anyone else in town.” 


BLIND OPINION 
“What is your view of kissing?” 
He asked a flapper wise. 
Said she: “I haven’t any, 
I always shut my eyes.” 


GETS RESULTS 


Reporter: “Is your commercial school 


for girls a success?” 


Proprietor: “Yes, 60 per cent of the 


pupils have married their employers.” 


HERE! 


... Lhat New 


PRATT Campaign 


... that Makes Chick Raisers 
Visit Your Store 4 Times 


Could you increase your chick starter sales, if you 
had four chances to se!l each chick raiser in your 


locality? 


The 1934 Pratt Baby Chick Food campaign will 
give Pratt dealers those four chances within the 
next two months! 


And you don’t have to call on the chick raiser. 
The campaign brings them to your store. 


This campaign starts immediately. Get the 
jump on your competitors. 
chick starter business before they get started. 


This campaign will help you do it! 


For full details on how you can put it to work for 
you, just fill in the coupon and mail at once. 


hurry! 


PRATT FOOD COMPANY, DEPT. 618, 
PHILADELPHIA, PA. 


Piease send me, without obligation, full information on the new cam- 
paign that gives me 4 chances to sell starter to chick raisers in my 


territory. 


Remember the campaign starts immediately. So 


Mail Coupon Now 


POINTED REMARK 
Husband: “Where is my hat?” 
Wife: “Hanging on that lamp.” 
Husband: “On the lamp? What crazy 

place will I find it next?” 
Wife: “On your head, I suppose.” 
* 


CRUEL FELLOW 

Mother: “Well, son, what have you 
been doing all afternoon?” 

Dealer’s Boy: “Shooting 
mother.” 

Mother: “That must stop. Those little 
things have just as much right to live 
as you have.” 


craps, 


SHREVE M. ARCHER, president 
Commander-Larabee Corp. and_ the 
Archer-Daniels-Midland Co., Minneapo- 
lis, left recently with his family on a 
trip to Phoenix, Ariz., and points in 
Mexico. 


Line up the 1934 


Page Twenty-one 


\ Carefully Sifted for Feed Dealer Consumption ee 
| 
i 
THE FEED BAG—MARCH, 1934 Ts 


Cotton Crop Control Plan May Create 
Shortage of Protein 


Eastern Federation Convention Address 


about $160,000,000 to help the 

cotton farmer who was supposed 

to have plowed up_ 10,000,000 
acres; harvested about 31,000,000, pro- 
ducing 13,177,000 bales—an average of 
209 pounds per acre as compared with 
the previous 10-year average yield of 
151 pounds. In 1932, 13,002,000 bales 
brought cotton farmers $425,488,000 
while the value of the 1933 crop of 13,- 
177,000 bales is about $700,000,000, to 
which the government added $111,600,- 
000 for rentals and plowing and $48,000,- 
000 gained from options, making the 
total $860,000,000—almost double. In 
1933 the income of the average farmer, 
for comparison, was increased only 17 
per cent. 


We are trying to keep in tune with 
the “New Deal” but in the plowing up 
program the AAA destroyed 4,485,000 
bales of cotton last year. If they did, 
the government destroyed seed enough 
to produce 1,009,125 tons of meal, the 
feeding equivalent of 36,040,180 bushels 
of corn; 728,812 tons of hulls, equivalent 
to 728,000 tons of hay; 672,750,000 
pounds of oil, the equivalent of lard 
from 22,425,000 hogs. That looks like 
a lot of new wealth to destroy. 


This year the AAA claims to already 
have rental agreements from cotton 
farmers on about 14 to 15 million acres. 
The cotton which would have been pro- 
duced on that land has been estimated 
and the farmers will be paid 10 cents 
per pound rental for what they might 
have grown. Knowing Mr. Cotton 
Farmer out-smarted them last year 
through plowing up their cake and hav- 
ing it too, the officials want some com- 
pulsory reduction. In that they are 
wise. Just as it was impossible to legis- 
late the drinking habits of our nation, 
so will it be impossible to legislate, suc- 
cessfully, the acreage, fertilization and 
crop cultivation of the 1,250,000 cotton 
farmers. It will not be impossible to 
legislate the activity of corporations— 
that is, the 14,000 to 15,000 cotton gins. 
Answers to questionnaires from 50,000 
cotton farmers show about 85 per cent 
to be in favor of compulsory reduction 
through control of gins. Here are the 
approximate plans, approved by the 
president, which most likely means ac- 
complishment: 


1. Rental of about 15,000,000 acres 
leaving only about 25 to 27 million in 
cotton cultivation, the smallest acreage 
in 28 years. This will cost 175 to 225 
million dollars. 


2. Permit ginning of about 9,500,000 
bales, the authorized production pro- 
vided for through quotas issued each 
farmer and tax additional ginnings 75 
per cent of prevailing market price. 


What would a crop of 9,500,000 bales 
niean to you—and the consumers of 
meal? The last time we had a similar 
sized crop was in 1922—when there 
were 9,762,069 bales producing 1,354,604 
tens of meal. The cattle population was 
67,264,000 including 21,788,000 dairy 
cows and heifers so that the amount 


| AST year the government spent 
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By Emery L. Cocke 
Ashcraft-Wilkinson Co. 


of cottonseed meal available per head 
was 124 pounds. 

Last year (1933) the crop was 13,- 
177,000 bales producing 2,145,004 tons 
of meal. The cattle population was 
65,552,000 with 29,981,000 dairy cows 
and heifers so that the average amount 
of meal available per head was 143 
pounds. 

This year (1934), according to present 
plans, the ginning of cotton will be re- 
stricted to 9,500,000 bales, producing 
1,400,000 tons of meal. The cattle pop- 
ulation is 67,352,000 with 30,811,000 
dairy cows and heifers so that the 
amount of cottonseed meal available per 
head would be only 93 pounds. 

Obviously a shortage of protein is 
probable. Fertilizer tag sales for 
December-January are 548,537 tons as 
against 290,607 last year, a gain of 89 
per cent. Long weather forecasters say 
the sun spots indicate considerably more 
rain than in the past two years and the 
more moisture, the less the yield per 


acre. Farmers will raise a big crop if 
the Bankhead bill or a similar one 
doesn’t become law. 


Last summer I told you I did not 
believe the crop control plan would 
mean a smaller production. It didn’t. 
Now, however, I am convinced that if 
the Bankhead bill becomes law, and I 
believe it will, production will be re- 
duced and if through extra fertilization, 
care and good growing weather, it is 
not reduced enough, the surplus will not 
reach the market this year. Cotton 
seed and meal can reach the market 
only through the gins. 

To temper the advance in meal 
prices, is the almost certainty of greatly 
increased acreages to peanuts unless 
that crop is also controitled which I 
think improbable this spring, although 
requests for such laws are being made. 
The peanut marketing agreement calls 
for minimum payment of $65.00 per ton 
to farmers against a market low of 
$20.00 last year. Right now, however 
the supply of peanut meal is practically 
exhausted and the new crop won’t be 
available till October or later. Thus 
indications are for a shortage of protein. 


Milwaukee Leads as Market 
For Malting Barley 


By H. A. Plumb 


Secretary, Milwaukee Grain & Stock Exchange 


been a leading market for barley. 

The reason for this is that for a 

great many years this has been 
the most important malting center in 
the country. 

Going away back 76 years, to 1858, 
the year the Chamber of Commerce, 
now the Milwaukee Grain & Stock ex- 
change, was organized, we find that 
wheat was the principal grain received 
at Milwaukee. In that year, 4,876,172 
bushels of wheat arrived in the market, 
while the barley amounted to only 
159,673 bushels. This relative position 
has been reversed in later years and 
in 1933 wheat arriving at Milwaukee 
totaled 2,143,445 bushels and the barley 
receipts amounted to 13,115,700 bushels. 

The year of largest receipts was 1916, 
when 22,402,760 bushels of barley were 
received by Milwaukee firms. 

While one or two other markets re- 
ceive a greater quantity of barley an- 
nually than Milwaukee, nevertheless the 
claim can be rightfully made that Mil- 
waukee is the principal market for malt- 
ing types of barley. 

The eight large concerns which manu- 
facture malt, including the breweries 
using their own product in making their 
beer, have in their Milwaukee plants 
alone, a total annual output capacity 
of approximately 16,000,000 bushels of 
malt. For their purposes these con- 
cerns require only the best types of 
barley suitable for malting, and the 
greater portion of their supplies are ob- 


| ee over 75 years Milwaukee has 
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tained in the Milwaukee market through 
the commission houses, many of which 
nmiake a specialty of handling barley. 

Two types of barley are in particular 
demand for malting purposes—the 
Oderbrucker and the Wisconsin No. 38. 
the latter a barbless variety developed 
and promoted by the Wisconsin Agri- 
cultural Experiment association. Other 
desirable types are Manchurian and 
Velvet. 

The territory from which Milwaukee 
ordinarily draws its supplies of barley 
suitable for malting includes Wisconsin, 
Minnesota, Iowa and South Dakota. The 
maltsters find that the grain from these 
sections, and especially that from Wis- 
consin and Southeastern Minnesota, is 
more mellow and is therefore better 
adapted to the manufacture of choice 
quality malt than that received from 
the other barley growing areas. 

During the past year a considerable 
quantity of Illinois barley, also Cali- 
fornia grown barley, has been shipped 
into Milwaukee, the maltsters at times 
finding it more or less difficult to ob- 
tain their supplies of suitable grain 
from sections closer to home and from 
which the barley usually comes to the 
market. 

The firms whose advertisements ap- 
pear on another page of this issue of 
The Feed Bag are all members of the 
Milwaukee Grain & Stock exchange and 
are well qualified to handle barley ship- 
ments in the best interests of the 
shipper. 
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Federation Convention Notes 


(Continued from Page Nine) 
The Hand that passed out Pilot brand 
cigars was Howard of the Oyster Shell 
Products Corp., New York City. 


* * * 


Reeve Harden, with no company to 
speak of, and George Strong, with his 
wife, held a short meeting of the East- 
ern Federation Past Presidents’ club. 
The only other living past president, 
W. S. Van Derzee, was marked absent. 


J. Doty, O. 
Doty Millng Co., 
East Concord, N. 
Y., who licked the 
depression for the 
Mutual Millers, was 
on the job to lend 
his weight toward 
similar success for 
the Eastern Feder- 
ation. Joe’s unsel- 
fish interest in the 
welfare of the feed 
industry is well- 
known to all east- 
ern dealers. 

Ok 


E. M. Hoffecker, John \W. Eshelman 
& Sons, Lancaster, Pa., had a “silent 
number”—at least insofar as the press 
was concerned. He probably figured 
that we would have tried to sell him a 
contract fér a series of larger adver- 


tisements. 
* * * 


Arthur Lippincott, South Jersey Far- 
mers exchange, Woodstown, N. J., at- 
tended his second convention, the first 
one about three years ago. 


* * * 


“There’s so much pep at this con- 
vention the boys must have been tak- 
ing W hite’s cod liver oil tablets all win- 
ter,’ was the opinion expressed by H 
J. Nolte, Health Products Corp., New- 
ark, N. 


Among those 
youngest in_ spirit 
were Mr. and Mrs. 
Frank T. Benjamin, 
of Canastota, N. Y. 


Mr. Benjamin is 
the association’s 
veteran treasurer 
and he and_ his 


wife have as much 
fun as anybody at 
every convention. 

* * * 


E. Kessler 
headed the Ames- 
Burns Co. delega- 
tion of Jamestown, N. Y., which 
seemed the largest at the conven- 
tion, especially when Ernie’s son showed 
up with a bunch of his Lambda Chi 
fraternity brothers. Officially in his 
party, however, were the Poet-Peddler 
J. D. Ditzler, Trickster Glenn Garner, 
E. W. Niles and N. A. Smith. 


* * 
The man who knows everybody and 


everybody knows is Henry Wilber, Wil- 
ber Feed Co., Jamestown, N. Y. 


F. T. Benjamin 


E. A. Pool, Dairymen’s League Co- 
operative association, New York City, 
held open house in his room at the On- 
ondaga. We understand that milk was 
the attraction. 

The only machinery men at the con- 
vention were S. W. Watson and J. T. 
Willis of S. Howes Co., Silver Creek, 
N. Y. They are equipped with self- 
starting motors and always on the job. 


Results reflect the real value of your feeds. 


The Arcady convention gang included 
Wirt Walker, first vice president and 
general manager; George Thatcher. 
eastern sales manager and The Feed 
Bag’s first place prize winning sub- 
scription solicitor; Dave Black, New 
England sales manager; Fred Clark and 
R. A. Whiting. 


* 


Hello, Herb Goeltzer! This is the 
greeting we were asked to convey to 
Corn Products’ busy Wisconsin repre- 
sentative by George E. Thull, an old 
Wisconsin boy who serves the Pratt 
Food Co. out of Utica, N. Y. 


Inflaton 


when it comes to 


The value of the Dollar 


may vary in terms of gold but it must mean 100 per cent in feeding 


results or “no sale.” Quality is eclipsing Price all along the line. 


Skimping on the quality of ingredients is false economy. The only 
way to yield the full benefit of milk results is to be sure your feeds 
contain enough milk—dry skim milk, of course—and of good grade. 


You may consult the Feed Service Department of this Institute on 
your milk feed questions without any obligation what- 


Mesa 


USE AT LEAST 
10% in Chick Starter 
:% in Growing Mash 


soever. Send the coupon below, for authentic informa- 
tion that will save dollars for you and your customers. 


American Dry Milk Institute, Inc. 
Room 1356, 221 N. La Salle St., Chicago, II. 


5% in Egg Mash 


10% in MashtorHighQualityEggs 
10% in Mash for Hatching Eggs 
10% in Poultry Fattening Mash 

40% in Coccidiosis Control Mash 
25% in Calf Meal | Cont A. | 


Feed Service Depart- 


American Dry Milk Institute, Inc. 
Room 1356, 221 N. La Salle St., Chicago, Ill. 


{(D Please send me the bulletin “Feed Grades for Dry Skim Milk”. 


10% in Pig Meal 
ddress 
You Must Use MILK to Jal 
Get MILK RESULTS te 


State 
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Makes Extra Profits by Supplying 
Circuses With Feeds 


Iowa Store Has Reputation for Job 


Iowa. The eastern sky grows 

lighter with the breaking of dawn. 

Out on the lot may be heard the 
creaking of wagon No. 1. The cooks 
will soon have thousands of pancakes on 
the griddle and breakfast will be served 
pronto. 

Over on the other side of the lot a 
solitary figure is revealed as darkness 
gives way to dawn. All night, this man 
has been attending huge stacks of hay. 
oats and other feed for the elephants, 
and other animals. 


For some thirty years, the Acme Feed 
Co., Cedar Rapids, has been furnishing 
the feed for visiting circuses. It usually 
takes about three carloads of feed for 
a good circus. This means working to 
capacity the few days preceding the ar- 
rival of a show. 


Elephants Heavy Eaters 


According to this dealer, hay and oats 
constitute the bulk of a circus feed 
order. Not only must plenty of feed 
be delivered to the grounds before the 
wagons begin to roll in but the cars, 
too, must be looked after. Just putting 
the hay in elephant cars alone is a job, 
particularly when the cars are shunted 
on a siding at the far end of the rail- 
road yards. And this is just one of the 
hundred and one jobs which the Acme 
folks handle on circus day. 

One manufacturer advertises the 
catch-phrase, “One Man Tells Another.” 
Certain it is that the advance agent of 
one circus tells the advance agent of 
another circus about splendid 
manner in which the Acme Feed Co. 
handles the big circus order. 

But the circus business is just the 
business of one day. There are 364 
other days in the year when thousands 
of beef cattle, hogs, horses, dairy cows, 
chickens .and other livestock in Linn 
county are of primary consideration. The 
Acme Feed Co. gets its just share of 
this business. The same aggressive 
methods which help get the circus busi- 
ness are also put into operation to sell 
local farmers, feeders and pet fanciers. 

Use Displays Effectively 

Take a look about the salesroom, the 
office or the warehouse of this feed 
store. A display window, limited in 
size, is kept at work as the store’s silent 
salesman. One of the manufacturers re- 
cently carried a picture of the Acme’s 
attractive window display in the com- 
pany magazine. Seasonal items are fea- 
tured in this way and with good results. 

Displayed on the walls are other silent 
salesmen. For instance, here is posted 
the letter recently received from the 
maker of a line of well-known stock 
tonics and remedies. It is addressed 
to the dealer. Briefly, it tells of a recent 
experiment which has been made and 
how profitable was the use of this manu- 
facturer’s products. Actual figures and 
facts, which none can doubt, are pre- 
sented in this letter. It has proved help- 
ful in stimulating the interest of local 
feeders. 


[ is circus day in Cedar Rapids, 
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In the office is an attractive picture 
of Mr. Gingerich, Iowa turkey king, 
standing amidst a flock of his nationally 
known turkeys. The picture is in colors 
and would make an appropriate wall 
decoration in any home. When a cus- 


When the circus comes to”?town the Acme 
Feed Co., Cedar Rapids, la., rejoices with 
the kids, for it means increased business. 
This firm has made a profitable hobby of 
supplying the elephantsjand other animals 
when the big top visits the city. 


tomer makes a comment about the pic- 
ture, the Acme folks lose no time in 
telling about the successful use of their 
brand of feed on the Gingerich farms— 
even though they do not have the Gin- 
gerich farms in their territory. Turkey 
raising is becoming more popular every 


year in eastern Iowa and this Cedar 
Rapids dealer is in a splendid position 
to give the facts. 

Sampling plays a part in the business 
promotion plans. For instance, a supply 
of puppy food and dog biscuits is always 
carried in stock. Samples are used ju- 
diciously when discussing feeding of 
pets with customers. It has been found 
through experience that customers who 
receive samples of such foods” often 
watch the manner in which pets “lick it 
up’—and come back to the store and 
buy. 

Sidewalk displays are used regularly. 
From a block down the street, one can 
readily identify this store as a feed store. 
Signs are also used outside the building 
to attract attention. For instance, there 
is a metal cut-out sign attached to the 
front of the building which resembles an 
airedale dog. An advertisement featur- 
ing dog food appears on the cut-out. 
In large white letters on a black back- 
ground, the name Acme Feed Co. is 
lettered at the top of the building where 
it inay be seen by all. 

Open displays are the rule. Bins con- 
taining various feeds, feed container: 
with transparent tops, glassine envelopes 
containing samples of food for pets— 
these and many other displays attract 
the attention of all who enter. It takes 
only a moment to observe the fact that 
this Iowa dealer is “going places.” 


5,000,000 Bushels of Grain 
Allotted Drouth Areas 


feed including wheat, corn, oats. 

barley and milo were ordered 

shipped into destitute areas by 
the Federal Surplus Relief Corporation 
last January. These commodities were 
used primarily by farmers in drouth 
and storm sections to feed livestock. 

The state emergency relief administra- 
tion designates local relief agencies to 
distribute the grain. States receiving aid 
and the amount of grain distributed in 
each are as follows: 

Colorado—2,218 bushels 
14,100 bushels of corn. 

Florida—64,000 bushels cf wheat. 

Iowa—34,091 bushels of wheat; 20,571 
bushels of corn. 

Kansas—16,500 bushels of corn. 

Michigan—5,292 bushels of wheat. 

Minnesota—234,921 bushels of wheat; 
193,189 bushels of corn. 

Montana—153,614 bushels of wheat. 

Nebraska—11,283 bushels of wheat. 

North Dakota—529,419 bushels of 
wheat; 465,493 bushels of corn; 2,000 
bushels of oats. 

South Dakota—1,003,017 bushels of 
wheat; 1,170,319 bushels of corn; 428,111 
bushels of oats; 3,750 bushels of barley. 

Texas—77,325 bushels of wheat; 17,- 
600 bushels of corn. 

West Virginia—10,750 bushels 
wheat. 


A TOTAL of 5,025,367 bushels of 


of wheat; 


of 
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Virginia—1,600 bushels of oats. 

Wisconsin—178,051 bushels of wheat; 
160,077 bushels of corn; 156,485 bushels 
of oats. 


W. R. CASSELL, Newark, N. J., and 
M. F. Brobst, Chicago, both of the 
Health Products Corp., Newark, re- 
cently completed a tour of cities in the 
Middle West, East and South in the 
interests of Clo-trate, concentrated cod 
liver oil, manufactured by the firm. 


C. M. HAHN, general manager of the 
Advance Feed Products Co., Chicago, 
has acquired sole ownership of the firm. 
The main office of the company is to 
be moved to Burlington, Wis., but an 
office will also be maintained in Chicago 
for the present, Mr. Hahn announces. 


F. A. GREEN, Smethport, Pa., has 
sold his feed mill to George W. Hewitt. 
his son-in-law, and has retired from 
business. 


MILLIONS OF CHICKS 
Illinois bought 17,000,000 baby chicks 
in 1929, the most recent year for which 
figures are available, according to H. H. 
Alp, poultry extension specialist of the 
University of Illinois. The total for 
the country as a whole was 272,403,462. 
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Manufacturers’ Code 
Expected to Be 
proved Within 

Next Few Days 


Ap 


HE code of fair competition for 

; the feed manufacturing industry 

is about ready for signature, ac- 

cording to Ralph M. Field, ex- 
ecutive vice president of the American 
Feed Manufacturers association. Mr 
Field issued this announcement follow- 
ing several post hearing conferences 
with administration officials who have 
had the code in charge since the public 
hearing held at Washington, January 18. 
It will become effective ten days after 
it is signed by the president of the 
United States. 

The first three sections of the code 
have been tentatively approved with the 
exception of the clause dealing with the 
definition of “watchman”. This, in Mr. 
Field’s opinion, will be changed to a 
new standard form which provides that 
at least 90 per cent of a watchman’s 
time must be employed in watching. 


Expect Consignment Clause 

Article IV of the code which regu- 
lates trade practices has also been ten- 
tatively approved. A consignment clause 
is expected to be included in this sec- 
tion upon final approval. Although the 
code committee of the American Feed 
Manufacturers association offered no 
clause prohibiting consignment at the 
hearing held last January, the inclusion 
of such a clause was asked by certain 
members of the industry. The admin- 
istration officials, after considering the 
evidence submitted and the briefs filed. 
decided that the welfare of the industry 
required a consignment clause. They 
have rewritten the clause submitted at 
the hearing to read as follows: 


“Shipments to buyers without definite 
price prohibited. The shipment or de- 
livery by any member of the industry 
to any buyer or agent of a buyer of 
feed on which a definite or fixed price 
has not been made by such member 
of the industry is hereby prohibited.” 

Whether or not the clause as re- 
written will be included in the code 
upon approval rests entirely upon the 
final decision of the administration of- 
ficials. It is understood that this is 
the same provision that will be inserted 
in all of the grain codes. 


Other provisions of the fair trade 
practice section of the code which have 
been tentatively approved prohibit the 
sale of feed for shipment beyond 60 
days and the extending of the date of 
shipment for a period exceeding 60 days 
without adding and collecting a carry- 
ing charge of 25 cents a ton for each 
15 days or portion thereof. Offering 
guarantees against price decline is also 
prohibited. 

A new standard “Administration and 
Reports” section has been agreed upon 
between AAA and NRA officials which 
conforms closely to the revised section 
offered by the code committee to take 


the place of articles 5 and 6 in the 
printed code, Mr. Field reports. 

“It gives the code committee or code 
authority as it should be termed,” he 
said, “full latitude in administration. It 
also makes provisions for reports to be 
made to the administration by the in- 
dustry members on demand but does not 
require any examination of books or 
records.” 

An idea of who will come under the 
code may be gained from Section 4. 
Article II defining a “manufacturer”. 
which has been tentatively approved by 
the administration officials. 

“The term ‘member of the industry’ 
or ‘manufacturer’,”’ it reads, “means any 
person engaged in the processing or 
production of feed as defined in section 
3, except that this definition shall not 
include any person engaged in custom 
grinding, custom mixing, or mixing and 
grinding of feeds by himself for sale 
by himself at retail; except also that 
this code shall not apply to any person 
engaged in the business of manufactur- 
ing or importing dog food or other pet 
foods for sale, if such person is engaged 
in such business exclusively or prin- 
cipally or incidental to other than a 
feed manufacturing business as such.” 


Dog Food Exemption 


The latter part of this provision is the 
result of a conference held between dog 
food manufacturers and the code com- 
mittee of the American Feed Manufac- 
turers association. It was formerly 
agreed that the dog food manufacturers 
were to include a provision exempting 
those engaged principally in the manu- 
facture of feed for livestock (not dogs 
or pets) from their code. To date they 
have failed to do this and the American 
Feed Manufacturers association, there- 
fore, has endeavored to take care of the 
situation by petition to the administra- 
tion. 

The articles dealing with hours of 
labor and wages which have been ten- 
tatively approved are as follows: 


Hours of Labor 


Section 1. Hours. No employee shall 
be permitted to work in excess of forty 
(40) hours in any one week or eight 
(8) hours in any twenty-four (24) hour 
period, except as herein otherwise pro- 
vided: 

(a) Executive, supervisory, technical 
and administrative employees, provided 
they are paid at the rate of thirty-five 
dollars ($35.00) per week; also outside 
salesmen. 

(b) Factory or mechanical workers 
or artisans shall be permitted to work 
forty-eight (48) hours in amy one week 
or nine (9) hours in any one day for 
a period of ten (10) weeks in any year; 
forty-four (44) hours in any ose week 
or nine (9) hours in any one day for 
a period of ten (10) weeks in any year, 
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Ralph M. Field | 


neither period to be taken necessarily 
as a consecutive period. For the remain- 
ing thirty-two (32) weeks such em- 
pioyee shall be permitted to work forty 
(40) hours in any one week and eight 
(S) hours in any one day averaged over 
a four (4) week period with a maxi- 
mum of forty-four (44) hours in any 
cne week, the extra hours to be paid 
at the normal hourly rate. The averag- 
ing period of four (4) weeks may be 
taken out of any four (4), five (5), or 
six (6) consecutive weeks. 

(c) Clerical, accounting or other of- 
fice employees shall be permitted to 
work forty-four (44) hours in any one 
week, or nine (9) hours in any one day, 
with no over-time, provided no such 
employee shall be permitted to work in 
excess of one hundred and sixty (160) 
kours in any four (4) week period. 


Wage Provisions 


Section 2. Wages. No employee 
shall be paid at less than the following 
wage rates: 

(a) Clerical, accounting, or other of- 
fice employees may be paid at a rate of 
not less than sixteen dollars ($16.00) 
per week in cities of 500,000 population 
or over, or the immediate trade area 
thereof; fifteen dollars ($15.00) per week 
in cities of population of 250,000 to 
500,000, or the immediate trade area 
thereof; fourteen dollars ($14.00) per 
week in cities and towns and villages of 
less than 250,000 population, or the im- 
mediate trade area thereof; except that 
office boys and office girls may be paid 
at a rate of two dollars ($2.00) below 
the above minima, provided, however, 
that the number of such office boys or 
office girls shall not be in excess of ten 
(10) per cent of the total number of 
office employees, but each establishment 
shall be permitted to have one. 

Population for the purposes of this 
code shall be determined by reference 
to the 1930 Federal Census. 

(b) . Watchmen may be paid at the 
rate of not less than sixteen dollars 
($16.00) per week except in the south- 
ern area as defined in paragraph (c) 
below. They may be paid at a rate of 
not less than fourteen dollars ($14.00) 
per week. 

(c) Employees other than those cov- 

(Continued on Page Twenty-eight ) | 
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Ideas Used by Other Business Men 


Built Sales for Dealer 
Even Fruit Peddler Furnished Live Tip 


tricks,” may be true if taken 

literally, but it certainly does 

not hold true in feed merchan- 

dising. In fact, the alert feed dealer 

can learn something to his advantage 

most every day, and as the principles 

of good merchandising are pretty well 

adaptable to all lines of business the 

wise feed dealer can afford to seek ideas 
from many fields. 

One feed merchant who is constantly 
alert to opportunities to improve his 
own business makes this explanation: 

“T have obtained some of my best 
sales ideas and business heips from 
people whom I have talked with in 
other fields of business. Although the 
usable ideas I have gleaned from other 
fields of business are too numerous to 
list, I can quickly recall several ideas 
that have helped me greatly during the 
past few years. 

Tip From Fruit Peddler 

“T contemplated moving several years 
ago and had several locations in mind 
I had about decided on one location 
when an Italian fruit peddler changed 
my whole plan. I had bought fruit from 
this fellow a lot of times. He bought 
an occasional sack of feed from me for 
his horse. One day when he came to 
my store, I asked him why he always 
parked his wagon across the street from 
me instead of parking over on my side 

“*Caus dee peoples dey buy dee 
fruits as dey go way from town—not 
going to town,’ he informed. 

“This put me to thinking. I got to 
observing the buying habits of people 
—and found that store location does 
mean a lot. When I moved as I had 
planned, I passed up my original selec- 
tion and moved on the right hand side 
of the street going out of town. I 
found my sales jumped in the new loca- 
tion. 


eyes can’t teach an old dog new 


Appearances Are Deceiving 


“T once chided a banker friend whom 
I had to wait to see because he was so 
polite to a very seedy looking old 
woman. ‘Quite a politician aren’t you. 
Play up to all the old gals like they 
were queens,’ I kidded. 

“ ‘She is a queen if you want to know,’ 
he remarked seriously. ‘She has $30,000 
on time deposit here and plenty of prop- 
erty in five states.’ And right there I 
learned my lesson that looks can be 
deceiving and that every person is cer- 
tainly worthy of courtesy and _ polite- 
ness. Since I have been applying such 
a policy to my feed business, I find that 
many of the shabbiest appearing farmers 
and stock feeders are my biggest feed 
buyers. 

“A sewing machine agent failed to 
sell me a machine a year ago but he 
gave me an idea that has netted me 
the worth of several machines. He told 
me about selling a new machine to one 
farmer that other agents had been pass- 
ing up. It seemed this farmer lived off 
the highway a bit in a shack of a house. 
This salesman went after his business 
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and found that because others had 
passed him up he had the cash to buy 
what he wanted. I have applied this 
policy to my business in making farm 
contacts and find that many times the 
farmer with a shack of a house may be¢ 
my best prospect for commercial feeds. 
Quality Counts Most 

“A dairyman told me how he was 
grading up his herd. He emphasized 
the fact that his profits were from rich 
milk as well as the quantity of milk 
as he sold on the basis of butterfat and 


Closing your eyes to the tactics 
employed by other business men 
in your town is like hiding your 
head in the sand. In this article 
a dealer relates how he puts ideas 
which he learned from the other 
fellow into practice and profited 
by them. Be sure to read it. 


not just mere bulk. I adopted this line 
of reasoning to convince other dairymen 
as well as this one that feed, too, like 
milk should be bought on a quality as 
well as a quantity basis. 


“A small baker once told me that he 
was too small in the wholesale bread 
field to compete with the elaborate ad- 
vertising programs sponsored by his big 
competitors. But he did believe in one 
form of advertising that he could use— 
that of attractively painted and letterec 
trucks. He explained that he operated 
five trucks but that each one was kept 
well painted, in good repair and sug- 
gestive to the public that this firm did 
make good products. I saw the logic 
of the idea and have found that my 
own trucks create better impressions 
when kept painted with my store loca- 
tion and telephone number lettered on 
them, etc. 


No Off-Feed Season 


“T once thought that heating contrac- 
tors and dealers had nothing to do in 
the summer but go fishing. But when 
I told a friend in this business once that 
his was a lazy man’s business during 
the summer months, he told me that he 
had to work hard in August to get pros- 
pects sold on remodeling or replacing 
their heating systems prior to the cold 
weather season and that they could have 
the work done in the summer so the 
payments would not hit them in the 
winter when the fuel bills were heavy. 
That put me to thinking. I soon found 
that I, too, could increase my sales by 
showing prospects that they had to start 
feeding a flock of chicks in the spring 
if they wanted to increase their yield 
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of high price winter eggs. I found this 
to be good logic throughout the feed 
business and that there is no such thing 
as an off-feed selling season. Feed can 
be sold every season and if sales are 
not being made right at the time the 
prospect can be contacted and prepared 
fer the coming season. 

“A grocer friend of mine told me 
how he increased business through sug- 
gestions and how he got these sugges- 
tions considered by his customers at a 
time when they were open to such in- 
formation. He said he took circulars, 
printed pieces concerning some new 
food product or information about an 
old one, placed the piece in an envelope, 
sealed it and placed it in the bag of 
groceries. The woman receiving the 
groceries would read the message, as 
she was naturally thinking of foods at 
such a time. 

Distributes Feed Circulars 

“T have tried this plan and find it 
practical. I frequently take advertising 
pieces as furnished by the feed manu- 
facturers and attach a circular or folder 
to the front of a sack of feed or to the 
corner of a shipping tag with a piece 
of gummed paper. I keep a roll of 
gummed paper for this purpose. Cus- 
tomers see the booklet or foider stuck 
te the sack when they get home. They 
are thinking of feed and have time to 
consider the various things mentioned 
Many times they will ask me about the 
products mentioned in the advertising 
pieces on their next visit to the store. 

“Political jobs usually have a fast 
turn-over. Although most public offices 
in my county change hands about every 
two to four years, one man has held 
a public office for 16 years. Being a 
close friend, I once asked him how he 
did it. ‘The farm vote keeps me in,’ he 
explained. ‘You see I never quit elec- 
tioneering. Most fellows get elected 
then forget how they got there. But I 
keep right on running at all times. I 
dcn’t wait until a campaign is on be- 
fore I visit the country school house 
and take part in the farmers’ rural ac- 
tivities. I drop around to their social 
gatherings, look in on their club meet- 
ings and say howdy to them when they 
know I am not just fishing for votes. 
Then when I do need their votes, I 
don’t have to change my tune much.’ 


Mingles With Farmers 

“As business is more or less like poli- 
tics and we must all be politicians, I 
decided this public official held the key 
to a successful feed selling career as 
well as a successful official career. I 
have since made it a point to take more 
part in the rural activities not from a 
political or partisan standpoint but from 
a social standpoint. If I hear of a play 
being given at a country school house 
my wife and I get a lot of fun in driv- 
ing out to see the play and to say a 
few words to the folks there. They 
know we didn’t come after business but 
incidentally, they don’t forget to look 
us up when they come to town to buy 
their feeds.” 


F 


Vitality Feeds 


A COMPLETE 
LINE OF 


FINEST QUALITY 


FEEDS 


*, Made Right -- Priced Right .° 


If not sold in your town write for 
our agency proposition. 


Vitality Niels 
BOARD OF TRADE BLDG. 
CHICAGO 


—Better Built Bags— 


BAG FACTORIES - COTTON MILL - BLEACHERY 


TALK ABOUT BAGs! 


(Quoted from Customers’ Letters) 


“We wired you at 10:40 yester- 
day morning to rush 2,000 Mo- 
Biscuit Self-Rising 6-lb. Bags to us 
at Birmingham, and at 10:00 o'clock 
this morning, we were using these 
bags! If better service than this 
can be had, we surely do not know 
where it is! We want to congrat- 
ulate you on the efficient organi- 
zation that you have, and express 
our sincere appreciation for this 
good service.” 


WERTHAN BAG CORPORATION 
NASHVILLE — NEW ORLEANS 


VITAMIN D 


N Pp co CONCENTRATE 


U. S. Patent No. 1,678,454 
PROFITABLE TO HANDLE 


Whether you handle cod liver oil in bulk or 
furnish it in your own brand of feeds, Nopco 
XX is the most profitable brand you can choose. 
Order your season’s requirements now. 


We can also supply you with... 
Malt Sprouts, Mill Feeds, Oil 
Meal, Onyx Dried Grains, Brew- 
ers Dried Grains, Corn Oil Cake 
Meal, Clinton Corn Gluten Feed 
and All Grades of Grain. 


DONAHUE-STRATTON COMPANY 


414 MITCHELL BLDG. MILWAUKEE 


——{WERTHAN]—— 
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You Owe Your Trade 
The Facts Concernin? 


Staleys 


Corn Gluten Feea 


The advantages of using Staley’s Corn Gluten 
Feed from an economic standpoint have never 
been more apparent than at present. May we 
send you the facts? 


QUALITY AND SERVICE 
STALEY SALES CORPORATION 
Decatur Feed Division Tilinois 
STALEY SALES CORP., Feed Dept. 2, Decatur, Ill. 
Send us the following at once: 
Sample Corn Gluten Feed 
Delivered our Station. 


Staley’s and _ Price 


Firm Name Street. 


Town State 
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Gi Z 
sink 


Gould 
Northwest Dealers 


Heads 


Pacific 


John Gould, Burlington, Wash., was 
elected president of the Pacific North- 
west Feed association at the sixth an- 
nual meeting which was held at the 
Tacoma hotel, Tacoma, Wash., Febru- 
ary 22. Other officers chosen were 
Willis H. Small, Eugene, Ore., senior 
vice president; H. A. Conlee, Spokane, 
Wash., junior vice president, and Hugh 
B. Clark, Puyallup, Wash., secretary 
and treasurer. 

The association devoted most of the 
convention program to a discussion of 
the pending code of fair competition for 
the feed industry (excepting wholesale 
feed manufacturers). Floyd Oles, man- 
ager of the association and executive 


vice president of the National Federa- 
tion of Feed Associations which is 
handling the work on the code, directed 
the discussion. Those present pledged 
their support to the federation in its 
efforts. Among the other topics dis- 
cussed were legislation affecting the 
feed and fertilizer trade, poultry and 
dairy prospects for 1934 and the open 
price schedule system. The convention 
was the largest held in the history of 
the association, more than 200 dealers 
attending. 


ARTHUR E. COBB has been elected 
president of the Kellogg Grain & Ele- 
vator Corp., Minneapolis, to succeed 
Edward Rheinberger who died recently. 
Mr. Cobb formerly served as general 
manager of the company. 


DALY 3030, Milwaukee, is the telephone 
number of the Paetow Co. 
or write for our quotations on Feed, Grain 
and Screenings. 


THE PAETOW CoO. 


MILWAUKEE, WISCONSIN 
CLARENCE MOLL, Manager, Feed Department 


Phone, wire 


SCREEN 


Manufacturers’ Code 
Near Approval 


(Continued from Page Twenty-five) 


ered in paragraphs (a) and (b), Section 
2, may be paid at the rate of not less 
than forty cents (40c) per hour except 
that in the area of the United States 
east of the Mississippi river and south 
of the Ohio and Potomac rivers, in- 
cluding the states of Arizona, Louisiana 
and Texas, such employees may be paid 
at a rate of not less than twenty-five 
cents (25c) per hour. 

(d) Employees engaged in the mill- 
ing of alfalfa other than those covered 
in paragraphs (a) and (b), Section 2, 
miay be paid at a rate of not less than 
thirty-five cents (35c) per hour. 


G. A. HOLLAND, Fort Wayne 
Ind., general advertising manager of Al- 
lied Mills, Inc., was prevented from de- 
livering his scheduled address at the 
annual convention of the Pacific North- 
west Feed association when the plane 
in which he was flying west had to 
make a forced landing at North Platte, 
Nebr. Gus was delayed at North Platte 
for 12 hours on account of storms and 
was unable to make connections so as 
to arrive at Tacoma in time to present 
his program. 


RAYMOND McCLAIN, 45, who 
with his brother operated the McClain 
Bros. flour and feed mill, Flanders, N. 
J., was instantly killed when he became 
entangled in a moving belt while work- 
ing about the plant. 


N GS 


SCREENINGS. Protein 14%. 


Protein 13%. 
FEEDING OAT MEAL, 


m 


3.9%. 


in 100 Ib. burlap. 


GRAIN SCREENINGS, 
Weight 26 Ibs. to 30 Ibs. 


Weight 38 Ibs. to 45 Ibs. 


ingredient. 


N 


on request. 


G 


DULUTH, MINN. 


[panes FINE GROUND GRAIN 


FINE GROUND GRAIN SCREENINGS 
R Mixed with 20% Pure Cane Molasses. 


Fine Ground 
Minimum Protein 15%, Fat 5%, Fiber 


All of the above items are packed 
BULK. 
FINE SEED SCREENINGS, BULK. 


A Screenings base Dairy Ration will supply 
| your trade with a quality Feed for Milk Pro- 
duction at a Lower Price than any other 


Samples mailed and prices quoted 


WHITE GRAIN COMPANY 
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Test 


Test 


N 


Come AND 


We can make Spot Ship- 
ments on Straight or Mix- 
ed Cars or Ton Lots of 


PURE DRIED BUTTERMILK 
or PURE DRIED SKIM MILK 


LABUDDE FEED & GRAIN CO. 


MILWAUKEE, WISCONSIN 


Wire Us 
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Gives Series of Talks 
On Sardine Oil 


Process of manufacture and the feed- 
ing value of sardine oil offered to the 
trade as SarDilene were recently dis- 
cussed by Fred De Hoff, F. E. Booth 
Co., Inc., San Francisco, before the 
poultry departments of the University 
of Illinois and the 
University of Wis- 
consin. 

Moving pictures 
of the sardine in- 
dustry and the 
methods of hand- 
ling the fish from 
the time they are 
taken from the 
water until the pro- 
cessed oil is biolog- 


ically tested and 
proved on_ baby 
chicks were also 


shown by Mr. De 
Hoff. He stressed 
the importance of careful handling of 
all oils carrying vitamin D and showed 
how SarDilene was produced to insure 
full potency for the product. 

Mr. De Hoff also pointed out the 
necessity of proving the value of oil 
on baby chicks if it is to be used for 
poultry feeding. He is planning to give 
a series of future talks and show his 
film in various parts of the country. 


Fred De Hoff 


CLEVE STOUT, _ internationally 
known poultry judge, has been ap- 
pointed manager of Barnstable Bros. 
feed store, Taylorville, Ill. 


ROCK CREEK feed store, Rock 
Creek, Ohio, has opened for business 
and will operate a grinding and mixing 
department in addition to handling a 
complete line of feeds. 


ROBERT J. BASLER has taken 
over the management of the Cobden 
flour and feed store, Cobden, IIl. 


SCOTTS MILLING Co. plant, 
Scotts, Mich., was slightly damaged by 
fire, February 20. 


THERE’S A LIMIT 

Hens will balk if compelled to burn 
too much midnight oil, according to re- 
cent experiments conducted at Washing- 
ton State college. If lights are turned 
on for 12 hours, it was found that there 
was a decrease in the number of eggs. 
All night lights also caused higher mor- 
tality in the flock. 


NEW FEED COMPANY 
Harold A. Abbott and Walter N. 
Jones have organized the Abbott Feed 
Co., Chicago. Both men were formerly 
connected with the Albert Dickinson 
Co., Chicago, for many years, Mr. Ab- 
bott serving as vice president in charge 
of the feed department and Mr. Jones 
handling the duties of sales manager in 
this department. The new company will 
maintain offices at 332 South LaSalle 
street, Chicago. Mr. Abbott is well- 
known to the feed industry, having 
served as president of the American 
Feed Manufacturers association for two 
terms and also acting on numerous 

committees of the organization. 


Cash Feeds In Any Quantity 


ment Assured .... 


ST. LOUIS, MO. 


® Specializing in Millfeed Futures or Options 
Trading in both Kansas City and St. Louis 
Markets ® Prompt Action ® Courteous Treat- 


DREYER COMMISSION Co. 


“At It Since ’92’’ 


KANSAS CITY, MO. 


WE SPECIALIZE IN 


ee HIAWATHA e 


GROUND GRAIN SCREENINGS 


(BULK OR SACKED SHIPMENTS) 


A domestic grain and flax seed screenings mixture, carefully 
blended to assure constant uniformity, thereby meeting the de- 
mands of the most descriminating. 


(A Most Profitable Base for Feed Manufacturers) 
ALL TYPES 


Write or Wire for Prices 


Hiawatha Grain Company 


MINNEAPOLIS, MINN. 


OF SCREENINGS 
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BILL SAYS: 


A farmer has been 
practicing economy 

long enough to know 
something about it. 

He wants a supplement that 
will put pounds on his hogs, 
or milk in his pail, 

or eggs in his nests, 

and without it costing him 
a fortune. And that’s why 

| handle Armour’s Feeds. 


Just as Bill Miller says, 
Armour’s Animal and Poultry 
Feeds are made, first of all, to 
please the purchaser. The ingre- 
dients are of the highest quality 
and proportioned just right to 
balance with home-grown grains 
and roughages. They make regu- 
lar customers, these products do, 
and many a dealer will testify to 
that. 


Back of every car and bag of Armour’s 
Animal and Poultry Feed products is a 
strong chain of quality production that 
begins with the selected raw materials and 
continues through the unexcelled facilities 
of our great, modern plants, and ends with 
a nation-wide distribution system that 
assures every manufacturer and consumer 
a steady, unfailing supply of uniform 
highest-quality animal feeds at all times. 


ARMOUR 
AND 


COMPANY 


Union Stock Yards 
Dept. C, Chicago, Ill. 


CONVENIENTLY LOCATED PLANTS 
INSURE PROMPT DELIVERY 
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The fact that Farmers like 
RED ROSE POULTRY FEEDS 


means dollars to you 


Good will—built by 90 years of fair dealing with 
farmers, works mightily in favor of Eshelman 
dealers. Feeders know these good brands; they 
come back to you for new supplies year after year. 
Put in the Red Rose line for more profits. 


JOHN W. & SONS 


LANCASTER, PA. 
Mills: LANCASTER, PA., YORK, PA., CIRCLEVILLE, O. 


J ‘‘All your needs in grain and feeds’’ > 


Sunset Feed & Grain Co., Inc. 


CHAMBER OF COMMERCE BRANCH OFFICE 
BUFFALO, N. Y. MIDDLETOWN, N. Y. 


FEED JOBBERS 


Also Representing: 


THE HUBINGER COMPANY, Keokuk, fa.....................-.055 Gluten Feed 
VANDERSLICE-LYNDS CO., Kansas City, Mo................... Milo and Kaffir 
FAIRMONT CREAMERY CO., Omaha, Neb.................... Dried Buttermilk 
JOHN F. CRAIG & COMPANY. Philadelphia, Pa........... Blackstrap Molasses 
OYSTER SHELL PRODUCTS CO., Philadelphia, Pa................ Oyster Shells 
THREE MINUTE CEREALS CO., Cedar Rapids, Ia.....................- Oatfeed 


IN THE BAG! 


Every bag of Branp carries in it 
real profit to poultrymen. 


PURE CRUSHED 
OYSTER SHELL 


And we're telling the poultryman all 
about it in national advertising. What's 
more, we're using our advertising space 
to feature profit-making practices in the 


i} 


OYSTER PRODUCTS | 


maneeay? poultry industry—earning new friends for 
1 Prror Branp and new customers for 
dealers. 


Pitot Branp is always acceptable to 
feeders. Our nearest office will gladly 
quote you. 


‘WE DO OUR PART 


OYSTER SHELL PRODUCTS CORPORATION 
New York St. Louis London, Eng. 


PILOT BRAND 


OYSTER SHELL FLAKE 
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ALBERT WERTHAN,_ Werthan 
Bag Corp., Nashville, Tenn., is the very 
proud father of a baby girl, born Febru- 
ary 18. Both the mother and daughter 
were reported to be doing nicely when 
The Feed Bag received the news a few 
days later but Al was still scurrying 
around trying to decide upon a name 
for his progeny. This is the first we 
have ever heard of Al being behind 
time on anything so he must have been 
betting on a boy. 


MILLIONS PAID OUT 

Payments of $194,311,200 had been 
made to farmers up to February 1 in 
the various adjustment programs of the 
AAA, summaries announced recently by 
the administration show. The disburse- 
ments were chiefly for rental and adjust- 
ment payments in cotton, wheat and 
tebacco. 


NEW HOUSE ORGAN 

Members of the St. Louis Merchants 
Exchange, St. Louis, Mo., last month 
received their first copy of a new 
sprightly house organ entitled, “The 
Merchants Exchange Gossip”. The 
paper contains personal mention about 
members, sport news, current happen- 
ings and other items of interest. It is 
te be issued once a month and Milton 
Spilker is the editor. Contributions are 
invited. 


FARM INCOME UP 
Gross farm income in 1933 was 
$1,240,000,000 more than in 1932, an in- 
crease of 24 per cent, due chiefly to in- 
creased prices for crops and to benefit 
and rental payments by the agricultural 
adjustment administration, according to 


estimates by the bureau of agricultural 
economics. 


NEW PECOS PLANT 

Pecos Valley Alfalfa Mill Co., Hager- 
man, N. M., has acquired an alfalfa 
meal plant at Toledo and will handle 
sales from an office in the city. The 
new branch will be operated in con- 
nection with the firm’s five western 
mills. E. A. Jeffery, formerly of the 
Hagerman office, and Elsor Heator, 
formerly connected With the Cereal 
By-Products Co., will be in charge of 
the Ohio unit. 


IODIZED SALT 


A practical booklet entitled “Approved 
Iodized Stock Salt” which explains the 
functions of iodine in livestock feeding 
and other interesting facts, has just been 
issued by the Iodine Educational Bureau. 
Copies may be obtained free on request 
by writing the bureau at i20 Broadway, 
New York, N. Y. 


MICHIGAN 

Frank M. Birchmeier has purchased 
the New Lothrop Milling Co, New 
Lothrop. 

L. A. Harrington, Flat Rock, has 
leased the South Rockford mill, South 
Rockford, formerly operated by the 
John Strong Co. and will continue its 
operation. 

Ezra Good, Clarksville, is planning to 
erect a flour and feed mill. 

Frank T. King, president of the King 
Milling Co., Lowell, and a director of 
the Michigan Millers Mutual Fire In- 
surance Co., died at his home at Grand 
Rapids, February 1, following a heart 
attack. 


N 4 
. | 
| 
| 
| 
| FERNANDO VALLEY MLG. & SUPPLY -» Los Angeles, Cal... alfa Lea ea 
| HEALTH PRODUCTS CORPORATION...............CLO-TRATE Cod Liver Oil 
wy 
: i 
u.s. 


B. J. BARTLETT, Burton Feed & 
Mixer Co., Detroit, is back on the job 
again after having been confined to his 
home because of a dislocated vertebrae. 
Mr. Bartlett slipped on the ice while 
calling on some of the trade in Ohio 
February 14. 


639 HATCHERIES 


Wisconsin has 639 hatcheries with a 
total capacity of 9,380,130 eggs, Howard 
King, Wisconsin department of agricul- 
ture and markets reports, following a 
recent survey. 


GRASS BULLETIN 
bulletin entitled ‘Reed Canary 
Grass for Wisconsin Lowlands” is avail- 
able from the College of Agriculture, 
Madison, Wis. Copies will be gladly 
sent to dealers on request. 


ILLINOIS 


L. L. Acks has opened a feed store 
and cream station at Colfax. 

Ziegler feed store, Ziegler, has re- 
opened for business with Jake Null in 
charge. 

Eugene Deverick is erecting a build- 
ing at Hoguetown which he plans on 
using for a feed store and grist mill. 

Brocton Elevator Co., Hildreth, is re- 
building its plant which was destroyed 
by fire recently. 

John Herren and L. N. Herren have 
opened the Midwest Feed Co., Aurora, 
and will conduct a retail and wholesale 
business. 

Elgin Flour & Feed Co. warehouse. 
Elgin, was recently damaged by fire 
believed to have been of incendiary 
origin. 


More VITAMIN D per 3 | 


Build confidence in the Vitamin 
D potency of your feeds by using 
SarDilene. It is your most eco- 
nomical source of the important 
Vitamin D. SarDilene is pro- 
duced in America. It is safe, 
having less than one half of 1% 
free fatty acids. SarDilene is bi- 
ologically tested sardine oil, 
proven on baby chicks. 


USED BY LARGE 
MANUFACTURERS 


Many of the largest feed manu- 
facturers now depend on Sar- 
Dilene for their Vitamin D re- 

* quirements. They have found it 
the most economical and most 
practical source of this impor- 
tant vitamin. 


GET THE FACTS 


Our booklet ‘‘SarDilene’’ tells 
the whole story. Send for it and 
learn the facts. Save Money and 
win Customer Satisfaction by 
‘using SarDilene in your feeds. 


F. E. BOOTH COMPANY, Inc. 


SAN FRANCISCO, CALIFORNIA 
Dept. I, Farley Bldg., Cleveland, O. 


THE WORLD’S LARGEST 
SARDINE PACKERS 


| THE WORLD'S LARGEST SARDINE PACKERS 


100 LBS.NET 


2 Prices Going Up! 
BIG CHIEF 


@ Place your order for your supply of BIG 
CHIEF MEAT SCRAPS NOW. 


@ Big Chief Meat Scraps are made of select- 
ed raw materials delivered fresh daily 
to our rendering plant. 


@ For full information and current prices 
write Joe Free, manager. 


MILWAUKEE TALLOW & GREASE CO. 


131 So. 7th St., Milwaukee 
DEUTSCH & SICKERT CO. 


DISTRIBUTORS 
Chamber of Commerce 


FEED MERCHANTS GENERALLY 


Confirm the fact that 
practical poultrymen 
insist on 


Dairylea Dried 
Skim Milk 


for all rations for poul- 
try. Also good for 
calves and swine. 
s 
Manufactured and Distributed by 
Dairymen’s League Co-op. 
Association, Inc. 


11 West 42nd St. 
New York, N. Y. 


Girt 


You can increase your flour sales 
by recommending 
MINNESOTA GIRL FLOUR. 
A trial will prove its merits. 


Let us include MINNESOTA GIRL 
FLOUR in your next car of 


@ Queen Wheat Feed 
® Cherokee Pure Bran 
® Cherokee Middlings 


WIRE US FOR PRICES 


Guaranteed 


CAPITAL FLOUR 


MILLS, INC., Minneapolis, Minn. 
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SARDILENE| | 
ca 
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CLASSIFIED 


Service department for our read- 
ers. Low Rates: 25c per line; 
minimum $1.00. 


BUSINESS FOR SALE 


Feed and Coal business in heart of Chicago 
milk shed for sale. Have other interests and 
will sell at a bargain. Write MW-31, c/o THE 
FEED BAG, 210 East Michigan street, Mil- 
waukee, Wis. 


CORN CUTTER FOR SALE 
Gump combination, (Le Page) Cutter, aspira- 
tor, polisher and grader. Too small for our use. 
Make us an offer. E. LIETHEN GRAIN CO., 
Appleton, Wis. 


BUSINESS OPPORTUNITY 


For sale or trade for Illinois farm land, desir- 
able feed store, grain elevator, coal yard, resi- 
dence suitable for father and sons as it employs 
several. 50 miles from Chicago. Write PW-31, 
c/o THE FEED BAG, 210 East Michigan street, 
Milwaukee, Wis. 


JOHN DEWINE, Dayton, is plan- 
ning to erect an elevator and feed mill 
at Xenia, Ohio. 


FARMERS ELEVATOR CO., Man- 
teno, Ill, is planning to install feed 
grinding and mixing equipment. 


STANLEY’S CHICK and feed store. 
Pemberville, Ohio, has opened for busi- 
ness. 


Deutsch & Sickert Co. 
Feed and Grain 
Chamber of Commerce Milwaukee, Wis. 


GET MY PRICES—SAVE MONEY 


A. L. STANCHFIELD 
Carlots and Mixed Cars 
FLOUR, MILLFEED 
OILMEAL, ETC. 

502 Corn Exchange Bldg. 
MINNEAPOLIS, MINN. 
“Stand by Stan’”’ 


NEBRASKA CONSOLIDATED 
MILLS COMPANY 


MILLERS 


Mother’s Best Flour 


Established 1892 


FRANKE GRAIN CO. 


Incorporated 


GRAIN AND FEED 


Milwaukee Wisconsin 


DEPENDABLE 


GRAIN - COMPANY 
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Farm Leader Criticises 
AAA Activities 


(Continued from Page Fifteen) 


the energy of the personnel will always 
kave to be spent in learning the job. 
Since then I have heard nothing. 

Meanwhile, every time you fellows 
buy a ton of feed or fertilizer, whether 
it be in cotton, burlap or paper, you 
pay around 40 cents to the Agricultural 
Adjustment administration to be sent 
south for the benefit of the cotton 
farmer, already more prosperous than 
you are, with less investment, less risk. 
and if I may be permitted to say it, less 
applied intelligence. 

The above is only one illustration. I 
quote it because I myself had it up with 
the head men. There can be no buck- 
passing on this one. There are plenty 
more. It may be well to inquire what 
your farm organizations are doing to 
protect you in such situations. 

Are Benefit Payments Bribes? 

Openly in Washington, it is boasted 
that the payment of a few million dol- 
lars in so-called benefit payments 
changed the attitude of the southern 
farmer and the mid-west farmer toward 
the AAA. Just as openly, the word is 
being passed around that if dairy farm- 
ers are paid a few million dollars they 
will line up too. Folks, to put it mildly. 
this smacks of a wholesale attempt to 
buy up public sentiment. 

What eastern farmers and, I believe 
all farmers, really want is a higher price 
level and the business conditions and 
increased consumption which always 
come with rising prices. Given this 
trend and permitted freedom of action 


farmers will adjust their farming them- 
selves and do it a lot more wisely than 
the government will ever do it for them. 

In operation to date the AAA in ef- 
fect has clouded this, the real issue. It 
has tended to turn the support of farm- 
ers from the monetary adjustments 
which have brought our only real relief 
from the depression to date to the per- 
petration of an economic fallacy. It has 
attempted a super-management of agri- 
culture without super men to administer 
the job. It collects taxes from consum- 
ing farmers to pay other farmers to 
support its program. It is about time 
for eastern farmers to get busy. 


JOHN HERREN and L. N. Herren 
have established the Midwest Feed 
Co., Aurora, IIl. 


We Buy and Sell All Grades 
Used Burlap and Cotton 


BAGS 


Also Cotton Seamless Grain Bags 


Get our prices before 
buying or selling 


Goldwyn Bag Co. 


1010 W. St. Paul Ave. MILWAUKEE 
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CEREAL 


GRADING CO. 
MINNEAPOLIS 


SPECIALIZE IN 


GOOD 
CORN and OATS 
For 


WISCONSIN TRADE 


Prices Right—Service Prompt 
TRY US. 


Two Points 


where dealers can pick up ton lots 
of feed at rock bottom prices are the 
two Feed Supplies, Inc. warehouses 
at NORTH MILWAUKEE (3328 W. 
Cameron Ave.) and WEST ALLIS 
(1637 S. 83rd St.). 


Armours Meat Scraps 
Alfalfa Meal . Dried Milk 
Charcoal . Pearl Grit 
Coca Mola 


FEED SUPPLIES INC. 


505 Chamber of Commerce, Milwaukee 


anity Fair 


Flour 


Laboratory Tested. 
Made Right and Priced Right. 
Write for our prices in straight 
and mixed cars with bran, midd- 


lings, Cannon feed (flour midd- 
lings), and Eilkie feed (red dog). 


Cannon Valley Milling Co. 


MINNEAPOLIS, MINN. 


usiness 
expands with 


Printed messages 
They are profitable 


ADTKE ORTSCH 
R BROS. & K Co. 
1894 
PRINTERS 
LITHOGRAPHERS 
BINDERS 
522 N. MILWAUKEE STREET 


1076 WISCONSIN 


PHone 
Broapway 
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You can have 
your stock in 
or 
urla or 
the NEW 5- 
lb. 
strength 
paper bag. 


In its new 25-lb. package there is now 
no argument left why you should not 
handle ‘“‘Pearl Grit.’? Always a lead- 
er, always a profitable item, it is now 
more profitable than ever because all 
fuss and cost on small unit sales has 
been eliminated—and what’s more 
you havea good argument in favor of 
25-Ib. purchases. 


Pearl and Superior 
Powdered Limestone 


—for all feeding mixtures. Winning 
approval every day from prominent 
authorities. Excellent mineral feeding 
formulas available. You should know 
more about the profit possibilities of 
this necessary ingredient. Ask for 
details. 


PEARL GRIT CORPORATION 


Dept. FB 24 PIQUA, OHIO 


HOME OF ‘WCCO sTuDI 


NICOLLET 
“HOTEL: | 


Gateway or” . 
-MINNEAPOLIW 


When in MINNEAPOLIS 
why not gratify that long felt 
wantofan atmosphere of 
. friendliness, comtort and re- 
laxation by staying at be 
NEW NICOL LET. 


Six hundred rooms complete 
inevery detail at exception- 
ally reasonable rates. 
ful beds. 


Moderately” ‘priced 
rant and Coftee Shop. | 


posite. 


Pecos Valley Alfalfa Mill 


NM 


TRY OUR 


PECOS SPECIAL 


IT’S BETTER 


Your inquiry would be appreciated. 


Pecos Valley 
Alfalfa Mill Co. 


HOME OFFICE 
HAGERMAN, NEW MEXICO 


MYLES 
LOUISIANA SALT 


*‘Nature’s Purest’’ 


Here is an economical 
salt, because its strength 
and purity make possible 
the use of less Myles Salt 
than any other salt to do 
a given job. It contains 
no moisture when packed 
and is guaranteed not to 
harden. Farmers like 
Myles Salt because of its 
even-running grain and 
general all around use on 
the farm. 


Packed in MylesHome- 
spun Grey or White Bags. 


Write for Prices and Samples 


Myles Salt Co., Ltd. 


Chicago Sales Representative 
360 NO. MICHIGAN AVE., CHICAGO, ILL. 
Telephone State 6276 


Dependable 
Western 


Alfalfa Meal 


for 
Dairy and 
Poultry Feeds 


The Denver Alfalfa 
Milling, & Products Co. 


LAMAR, COLORADO 


Branch Sales Office, 


403 Merchants Exchange, 
St. Louis, Mo. 


mune of healthful 


Mixed Cars 


Quick Turnover 


3 
Advertised 
Products 


Marblehead “98” 


(Calcium Carbonate) 


Marblehead Lime Ration 


(For distribution by Dealers) 


Marblehead Lime Grit 
(For Poultry) 


Send for 
Booklets 
Samples 
Mail Plan 


MARBLEHEAD LIME COMPANY 
CHICAGO 
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RIEBS 


VIEW 


Vol. 2, No. 3. 


March, 1934 


Milwaukee, Wis. 


Business conditions are better. 


Every feed man in the country 


should cast off the cloak of gloom which has enshrouded him for the 


past few years and catch the spirt of the new deal. 


In this con- 


nection The Riebs Co. could find no better method of expressing its 
views than by reprinting the poem recently published by Berton 
Braley, well-known verse writer which follows: 


Pipe Down, Belly-achers 


By Berton Braley 


PIPE down, pipe down, 
Belly-achers! 

We are sick of megrim-makers, 
Wearied of the Lodge of Sorrow 
Which sees only murk 

tomorrow, 

Palsied quivers and quakers. 
Pipe down, pipe down, 

elly-achers! 

Pipe down, pipe down, 

elly-achers! 


Economic undertakers 
From whom hopelessness emerges, 
Chanting requiems and dirges; 
We don’t ask for Pollyannas 
Chirping banzias and 
hosannahs, 
But we weary of the rheumy 
Eyed and lachrymosely gloomy 
Band of agonized head-shakers 
Dour and dismal quagmire-rakers. 
Pipe down, pipe down, 
elly-achers! 
Pipe down, pipe down, 
Belly-achers! 


Sad, sepulchral echo-wakers, 
Moaning public moans and 
private. 
Over business that is lagging, 
Doing nothing to revive it, 
Sobbing sounds of spirits 


sagging, 
Just a bunch of futile fakers, 
Whiners, quitters, task-forsakers. 
Pipe down, pipe down, 
elly-achers! 


We don’t want smug 
“‘all-is-well’’-ers, 
Nor bland “‘silver-lining’’ sellers. 
What we crave is hope-awakers, 
Courage-makers, 
Sluggard-shakers, 
Clear-eyed opportunity-takers; 
Sportsmen unafraid of chances, 
Undeterred by circumstances, 
Fighters and tradition-breakers. 
Pipe down, pipe down, 
Belly-achers! 


Published Monthly by The Riebs Co., Milwaukee 


No Money for Anybody 
in Cheap Feeds 


Chicks Will Find What 
You Can’t See in Conkeys 


When a dealer sells a cheap non-pro- 
ductive feed, he not only fails to make 
a reasonable profit, but he also fails 
to make a satisfied customer. When 
he sells a customer Conkeys Feeds, his customer gets the biggest 
possible feed value for his money and the dealer makes a de- 


served profit. 
Vitalized with ¥-O 


There’s more to Conkeys Feeds than a balanced formula. These remark- 
able, result-producing feeds also contain Y-O, a powder that vitalizes ever 
mouthful of feed with potent A and D vitamins of Cod Liver Oil and B 
and G vitamins of Brewers’ Yeast. You can’t see this extra value, but the 

chicks find it just the same. It reduces chick losses, 
prevents rickets (leg weakness), promotes fast, sturdy 
growth and early maturity. 


Make 1934 a Profitable Year 
Sell your customers these vitalized feeds that will 
produce for the customer and pay a profit to you— 
Conkeys Original Buttermilk Starting Feed with Y-O 
Conkeys All Mash Chick Ration with Y-0O 
Conkeys Gecco Egg Mash with Y-O 


Conkeys 32°, Supplement with Y-O for feeding 
with home grown grains 


Conkeys Y-O (Yeast and Cod Liver Oil) to feed 
with any other ration 


Also Comkeys Nikala Worm Tablets and other 
remedies 


Write for Prices and full information on 
Conkeys Co-operative Selling Plan. 


The G. E. Conkey Co., 6761 Broadway, Cleveland, O. 


Mills: Cleveland, O., Toledo, O., Nebraska City, Nebr., Dallas, Tex. 


N 


Do you know Why Feed Formulas 


Your Copy of this 
Valuable 1ODINE 
Portfolio Gladly 
Mailed FREE 
Upon Request. 

& 


VERY feed manufacturer, miller and 
mixer of feeds, mashes and concen- 
trates should have a copy of this free 

and valuable Iodine “Why Feed 
Formulas Require Iodine’’. 


& 


x 


It tells the results of many Iodine feeding 
experiments with poultry, dairy cows, swine 
and other live stock, how it steps up Egg 
Production, increases Milk Flow, makes 
More Meat, and improves the health of 
Live Stock and Poultry. 


This seal on your feeds or 
feed ingredients enables you 
to tie in with The Iodine 
Educational Bureau’s Na- 
tional and State Farm Paper 
advertising reaching 514 
million live stock raisers 
and poultrymen. 


It shows how your customers can make 
more money and how you in turn can in- 
crease your profits. rief, concise, full of 
facts. Don’t miss reading this portfolio 
prepared especially for you. Clip and mail 
the coupon now. 


IODINE EDUCATIONAL BUREAU, INC. 
120 Broadway, New York City, N. Y. 


Feed Formulas Require Iodine’’. 


Name 


FB-3-34 
Please send your free portfolio ‘‘Why 


EUREKA Junior 


Corn Cutter and Grader 


A complete, combined outfit for produc- 
ing high quality attractive steel-cut corn. 


S. HOWES CO., INc. 


SILVER CREEK, N. Y. 
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hatching eggs... 
For young chicks... 


YOU NEED 
ABUNDANT 
SUPPLY 
VITAMIN 


HIS is the season when your feeds re- 

ceive their most crucial test. The 
feed you mix at this period has a great 
deal to do with the profits your customers 
receive from the season’s hatch. The ra- 
tion fed the laying hens largely determines 
the hatchability of the eggs and the 
strength of the newly hatched chicks. And 
your chick starting ration determines to a 
great extent the growth of the young 
chicks and the number successfully raised. 


Nothing is more important in your feed at 
this season than Vitamin A. You need an 
abundant supply. For it is this vitamin 


that determines to a great extent the 
chicks’ resistance to infection and their 
growth into strong, healthy birds. 


If you want to be sure of an ample supply 
of Vitamin A as well as Vitamin D, use 
CLO-TRATE in all your mashes. CLO- 
TRATE is a concentrated cod liver oil 
made by a process that concentrates both 
Vitamin Aand D in the same natural rela- 
tion as they exist in cod liver oil. It in- 
sures better utilization of the vitamins 
than straight oil because less oil (fats) is 
incorporated in the feed when CLO- 
TRATE is used. 


HEALTH PRODUCTS CORPORATION 


Manufacturers of Pharmaceutical Specialties 


Chicago 


Newark, N J. 


San Francisco 


CLO-TRATE 


Reg. U. S. Pat. Off. 


CONCENTRATED COD LIVER OIL 


Tune in on 
WHITE'S cod LIVER OIL 
CONCENTRATE RADIO 
PROGRAM 
pays & NIGHTS 
Every Sunday 2 P- M. 
(Easter® Time) 
1 P- M. (Central Time) 
n. B- Cc. stations 
: 


Every King Mida sdealer knows that 
the prestige which King Midas flour 
has earned by pioneering, developing 
and maintaining the highest possible 
quality permits him to secure a satis- 
factory margin of profit and assures him 
of a satisfied customer for every sale. 


That’s why dealers like to push the sale 
of King Midas flour. Its constant, nev- 
erfailing quality results in steady, de- 
pendable repeat business. 


KING MIDAS MILL CO, 


MINNEAPOLIS, MINNESOTA 


OVER 1,000,000 BARRELS YEARLY PRODUCTION | 


TRE HNGHEST PRIceD FOUR IN 
AND WORTH ALLIT COSTS 


| 
722 
| _ 
FLOUR 
| 


